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FOREWORD 


We present herewith a condensed, 
yet very comprehensive report of the 
twenty-first annual convention of the 
National Federation of Implement and 
Vehicle Dealers’ Associations. 

The large attendance, the importance 
of the subjects considered and the man- 
ner in which they were disposed of 
caused all who attended the convention 
to characterize it as the most important 
to the retail trade which the dealers’ 
national organization has ever held. 

The proceedings will be found inter- 
esting reading to any one who believes 
that only by united, well organized effort 
can the dealers expect to place the busi- 
ness of retailing farm operating equip- 
ment upon a satisfactory basis. 

We urge the members of all constit- 
uent associations to read every word, 
for we want you informed of the work 
that is being done in your behalf. 


' THE OFFICIAL BOARD. 


. F. WOLF, President. 
J. HODGE, Secretary. 
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Proceedings of Twenty-First 
Annual Convention of the Na- 
tional Federation of Implement 
and Vehicle Dealers’ Associa- 
tions, Held in Chicago, Oct. 12, 
13 and 14, 1920 





Sixteen associations of implement dealers, 
representing retail farm equipment inter- 
ests in twenty states, sent seventy-five 
dealers as delegates to the twenty-first an- 
nual convention of the National Federation 
of Implement and Vehicle Dealers’ Associa- 
tions, held in Chicago, Oct. 12, 13 and 14. 
This attendance established a new high rec- 
ord exceeding by ten the number of deie- 
gates present a year ago. These delegates 
spent three days in discussion and action 
upon various problems confronting retail 
farm equipment dealers. 


The problem of financing the power farm- 

ing machine business of the coming season 
seemed to be uppermost in the minds of the 
dealers present and a large portion of the 
convention time was devoted to this ques- 
tion. 
The usual conference with the sales man- 
agers’ department of the National Implement 
and Vehicle Association was held. Aside 
from the strong presentation of dealers’ 
claims, the leading feature ofthe confer- 
ence was an address by Finley P. Mount. 
This is summarized farther along in the 
report. 


Louis F. Wolf Elected President 


For president for the ensuing year the 
Federation chose Louis F. Wolf, secretary 
of the Michigan association, elevating him 
from the position of vice-president to which 
he was éiected last year. 

The choice for vice-president was R. A. 
Lathrop, secretary of the North Dakota asso- 
ciation, who has been an earnest and active 
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association worker and Federation delegate 
for many years. 


Curtis M. Johnson, Thos. N. Witten and 
Geo. W. Collins were reelected directors, 
and Oscar A. Rystrom, of Stromsburg, Neb., 
a live wire from the Mid-West association, 
was chosen for a place on the board. 


At the close of the convention the official 
board re-appointed H. J. Hodge, secretary- 
treasurer, positions he has filled since the 
Federation was formed twenty-one years 
ago. 

President Collins Urges Expansion 


In his address at the opening of the con- 
vention, President Collins, after referring to 
a few of the many achievements of the 
Federation, advocated a policy of expansion 
and expressed the hope that every state 
in the Union soon or later will be represent- 
ed in the Federation, thereby increasing its 
power for good. He urged action by the 
Federation with that desirable object in 
view. Mr. Collins also advocated a plan for 
more frequent meetings of the official board 
and the most important committees, believ- 
ing this to be necessary to develop the full 
value of the organization. If this plan calls 
for larger funds, Mr. Collins hoped the Fed- 
eration would make suitable provision, even 
if an increase in the per capita tax were 
necessary. The work of the organization 
along some lines had been retarded because 
“the ghost of expense loomed so large,” that 
things which should have been done were 
not done. 

Trade Commission Report 


President Collins paid his respects to the 
federal trade commission in the following 
language: “You have all read the report 
of the federal trade commission and ob- 
served the gratuitous insult to the retail 
implement trade in the personal opinions 
of the examiners, which have been injected 
into the report, and which do not conform 
to their acknowledged findings of fact. 
Cheap politics is the curse of the country. 
Investigations are the fad of the times. The 
work of the political investigator seems to 


6 

be measured not by the good things uncovy- 
ered, but by his ability to smudge, by in- 
nuendo, the fair pages of a clean business 
history. To you gentlemen who are familiar 
with every move of our association the 
charges must appear ridiculous, and you 
know them to be absolutely false. I would 
ask that this body pass a strong resolution, 
indignantly repudiating the dishonest in- 
ference conveyed by the report and welcom- 
ing an unbiased examination of the affairs 
of the Federation and its member associa- 
tions. But it is a presidential year, and I 
suppose we ought to be thankful that we 
have not been accused of spending millions 
of dollars in our wicked efforts to do the 
things with which we are charged.” 


Secretary Hodge characterized the report 
of the trade commission as unjust and un- 
warranted, and declared the conclusions had 
the appearance of having been preconceived. 
“The investigators evidently started out,” 
said Mr. Hodge, ‘‘with the conviction that 
those engaged in the manufacture and sale 
of implements were profiteers and law- 
violators. They appear to have been de- 
termined to find them guilty, whether or 
not the facts justified such finding.” Mr. 
Hodge expressed the opinion that if the 
men composing the commission had given 
the facts careful consideration, instead of 
leaving it to the examiners, the result would 
have been entirely different. He stated em- 
phatically that it has been and is the policy 
of the Federation and its member associa- 
tions to discountenance any semblance of 
price agreements. 


The Financial Situation 


Both president and secretary referred to 
the uncertain and unsatisfactory financial 
situation as a thing to receive careful con- 
sideration. Secretary Hodge declared that 
the financial question over-shadows all oth- 
ers at present and therefore is the foremost 
question for the Federation to consider 
with a view to determining the duty of the 
associations and the dealers. President 
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Collins spoke of the financial problem as 
the big question of the hour. 


Financing Power Farm Equipment 


The problem of financing power farming 
equipment business next season was the 
first subject considered by the convention 
after the usual preliminaries. Secretary 
Hodge introduced the subject in his report. 
He said it was little less than marvelous 
the way implement dealers had adjusted 
themselves to the new conditions in tradg 
created by the sale of power farming equip- 
ment. They had heeded the admonition so 
frequently heard at conventions and set 
out in the form of resolutions by the Fed- 
eration that if they were to be the power 
farming dealers of the future they must 
take on the sale of this line in the right 
way. It meant that the dealer must finance 
himself to meet the requirements of a busi- 
ness done almost entirely on a cash basis 
so far as the manufacturers were concerned. 
“The dealer,” said Mr. Hodge, “arose to the 
occasion and accepted the new order of 
things in a way that nobody believed he 
could do. He accepted the apportionment 
of goods likely to be needed in his territory 
and vigorously pushed the sale. He met his 
obligations so long as it was possible ade- 
quately to finance himself at the home bank, 
but when the stringency came and the 
banks no longer would take care of that 
kind of paper, the dealer became em- 
barrassed. It is this condition that is now 
prevailing and making the business seeni 
uncertain to the average dealer.” 


Secretary Hodge said there is apparently 
an unwillingness on the part of country 
bankers at present to finance power farm- 
ing equipment sales. He quoted from let- 
ters received from a number of bankers 
whose views he had sought. “They take the 
position,” said he, “that the manufacturer 
who ships tractors GC. O. D. or on short term 
note settlements forces the dealer to fall 
back on the banks, throwing upon them a 
load which they claim they are unable to 
carry. They say the volume is too large 
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for their resources when taken in connec- 
tion with the other lines of business for 
which they must provide financing. Because 
of the vital importance of this matter it is 
essential that we fully understand the bank- 
er’s view. It will not do for us to refuse to 
face the exact situation as the banker 
sees it.” 


Another angle was pointed out by the 
secretary when he cited the fact that many 
country banks have large sums tied up in 
foreign loans which if cashed in would re- 
lease a large amount of funds for home 
borrowers, but the bankers have a high re- 
gard for that class of paper because it car- 
ries a big rate of interest and the interest 
is always paid when due. 


During the subsequent discussion it was 
stated by some delegates who are connected 
with, or familiar with the loans of the 
banks in their communities that the situa- 
tion had been well described by the secre- 
tary. On the other hand some of the dele- 
gates reported that they had been able thus 
far to get all the help they needed from the 
banks, and in some cases dealers who lately 
had been refused loans on power farming 
equipment paper expressed the opinion that 
the situation would be relieved. In the 
main, however, the reports given showed 
the situation to be generally uncertain, with 
the banks unable or unwilling to finance 
power farming machine sales. 


It was also reported that in many com- 
munities heavy withdrawals of deposits had 
been made for investment in liberty bonds 
at the prevailing low prices, and that this 
money would be tied up until the maturity 
of the bonds. Other reports told of heavy 
withdrawals for investment in stocks which 
in many cases had proved to be worthless. 


A suggestion by one delegate that manu- 
facturers ought to finance these sales them- 
selves, even if it meant return to the long 
credit system, brought forth a chorus of 
“noes” from delegates who declared that 
would indeed be a backward step; for the 
dealers themselves several years ago had 
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fully endorsed the suggestion of placing the 
implement business on a merchandise basis 
with short terms or cash. But it was ap- 
parently the consensus that the manufac- 
turer must do more than he is now doing to 
finance power farming equipment sales if 
the business is to continue in profitable 
volume during the coming year. 


Along this line suggestions were made 
that larger discounts would help; also that 
dealers should not be required to buy as 
many machines as present policies call for 
in order to get maximum discounts. It was 
stated that orders of more moderate size 
with smaller shipments to be taken care of 
at one time would make it possible for many 
dealers to finance their own power farming 
machine business and for many others to 
get the needed help at the banks. 


The bankers who were quoted by Secre- 
tary Hodge expressed the opinion that pow- 
er farming equipment was being sold to 
many farmers who, because of small areas 
farmed, or the possession of large amounts 
of other equipment which they cannot sell, 
cannot use power farming equipment eco- 
nomically. Most of the delegates denied 
that such was the case in their respective 
territories, saying it was the policy of the 
dealers to avoid selling to men who obvi- 
ously could not make profitable use of the 
equipment. It had been the observation of 
some of the delegates that farmers who 
were sorely in need of power equipment 
were unable to get it because of the finan- 
cial stringency or the attitude of the banks. 


Cooperation with Agricultural Colleges and 
Farm Bureaus 


The importance of implement dealers, 
farm bureaus and agricultural colleges 
working in harmony to better country life 
conditions and increase agricultural returns 
was the subject of a discussion which 
proved to be one of the best features of the 
convention. E. R. Gross, secretary of the 
Mississippi Hardware and Implement Asso- 
ciation, and also connected with the exten- 
sion department of the Mississippi Agricul- 
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tural College told how the dealers in that 
state had cooperated with the college in 
demonstration of labor-saving equipment for 
the farm home with large results for all, 
and how they had handled large collective 
orders for fence which otherwise would 
have gone to distant manufacturers selling 
direct. Mr. Gross said he is opposed to 
cooperative buying and cooperative stores 
and believes the dealers’ service essential. 
In his opinion closer relations between farm 
bureaus, county agents and colleges on the 
one hand and dealers and manufacturers on 
the other will cause a change in the attitude 
of many who now advocate cooperative buy- 
ing that does not take the dealer into con- 
sideration. 

Other aspects of cooperation with the 
agencies mentioned were discussed in sub- 
sequent sessions by such men as Tom Wit- 
ten and Curtis M. Johnson. Mr. Gross’ 
ideas were approved and the dealers urged 
to line up with the farm bureaus and state 
colleges, and go as far as it is feasible for 
them to go in in the way of cooperation for 
the good of the community. That the Fed- 
eration should also cooperate with the Amer- 
ican Farm Bureau Federation was the gist 
of a motion offered by Mr. Johnson and un- 
animously adopted. 


One-Line or 100-Per Cent Contracts 


The one-line, full-line or 100-per cent con- 
tract found little favor at this meeting, 
After hearing the report of the association 
questionnaire on the subject the convention 
devoted some time to discussion which dis- 
closed that the delegates were almost unan- 
imous in opposition to the policy of a dealer 
‘confining his efforts to one full line or sign- 
ing 100-per cent contracts. Reports indi- 
cated that even some of the small two or 
three-line concerns have in some cases de- 
manded 100 per cent orders. 


The report of the results of the question- 
naire, as presented by Secretary Hodge, was 
as follows: 

In compliance with instructions from the 


official board of this Federation, the secretaries 
of all constituent associations were requested to 
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send out a questionnaire calculated to arrive 
at the sentiment of the dealers concerning the 
one-line, on» more commonly called the 100 per 
cent contract. 


In the preparation of this questionnaire, a 
copy of which is presented herewith and made 
a part of this report, care was taken to make 
it general in its scope so that it could not be 
construed as applying to any particular manu- 
facturers who were reported as requiring con- 
tracts of such nature. An analysis of the re- 
plies makes an interesting showing. 


There were 10,000 questionnaires mailed to 
the membership of the constituent associations, 
with an average return from each association 
of about one-third. I have made the report 
show in percentages as follows: 


Question No. 1: Are you working under a 
100 per cent contract for the season of 1920? 
To this question 94 per cent of the replies 
were ‘“‘No” and six per cent. were ‘‘Yes.”’ It is 
very evident that but few of the dealers over 
the whole territory covered by the various 
associations are at the present time working 
under a 100 per cent contract. 


-Question No. 2: Are you in favor of confining 
your implement business to one line? In an- 
swering please give reasons for and against. 


To this question 92 per cent answered ‘‘No,’’ 
7 per cent answered “Yes,” and 1 per cent 
answered ‘“‘Yes’’ with qualifications. A large 
majority of those not in favor of 100 per cent 
contracts stated as their reason that they had 
not found any one line that had all the best 
goods and that they would be placed at a dis- 
advantage by having to handle the poor along 
with.the good. Many said they felt it was 
not possible to sell the same thing to all their 
customers. They felt that their customers were 
justified in expressing their preference and that 
it was much easier and better from every 
standpoint to sell a customer the article he 
wanted than to try to sell him something he 
did not ask for and did not want. In towns 
‘where there was only one dealer they were 
unanimously against the proposition, saying 
that they could not properly serve their trade 
with only one line and would lose a great 
volume of their business to the surrounding 
larger towns. A considerable number were op- 
posed on account of the fact that they felt 
they would be surrendering their independence 
in so doing and, as they expressed it, ‘“‘allowing 
others to run our business.’’ Some .were very 
emphatic on this proposition. I have compiled 
a large number of typical replies in the form 
of a supplemental report, but it would consume 
considerable time to read same. However, I 
deemed it advisable to do this in order that 
they might be made a matter of record. 
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Among the reasons given by the 7 per cent 
who favor confining their business to one line, 
the principal one was that they felt they could 
give their trade better service on both imple- 
ments and repairs, but very few assigned any 
reason why they thought so and those who did 
gave reasons that were not entirely logical. 

Question No. 3: Have you been informed by 
travelers that in order to get their line for the 
season of 1921 you will be compelled to sign a 
100 per cent contract? 


The third question discloses the fact that 18% 
per cent of the dealers making returns had 
been informed by some of the companies that 
they must handle their lines exclusively, and 
80 per cent reported that the matter had not 
been mentioned, while 14% per cent said that 
it had been intimated. Some stated that they 
had not been so informed because their policy 
was well known. A number stated that they 
had not yet contracted for 1921. A few said 
that in talks with salesmen on the subject the 
salesmen said that ‘“‘they were expecting a deal 
of that kind soon.’’ Several dealers said they 
had not been asked to sign a 100 per cent con- 
tract, but thought they would have been if the 
associations had not sent out the questionnaire. 
Some had been so informed, but it had later 
been called off. 

Several dealers said that representatives of 
certain houses had gone so far as to ask them 
to cancel orders for goods which had been given 
to other houses before contract was made with 
their house. One dealer said it had been men- 
tioned as desirable, but he had not so far 
been asked to sign. Another dealer said that 
in 1920 his main line concern had been very 
aggressive, but did not press the matter a few 
weeks ago when making 1921 contract. A num- 
ber stated that they had lost contracts last 
season (1920) on account of refusing to sign 
a 100 per cent contract at that time. Some of 
the dealers thought the questionnaire came out 
too early as very few travelers had been around 
up to the time the questionnaire was received, 
seeking 1921 contracts. Th's may account for 
the small number stating that it had not been 
put up to them that a 100 per cent. contract for 
1921 would be required. I leave the report on 
the questionnaire in your hands for such atten- 
tion as you see fit to give it. 


F. R. Sebenthal, after hearing the many 
expressions of disapproval of one-line or 100- 
per cent contracts, offered the following mo- 
tion: 

“That it is the sense of the Federation 
that the retail implement dealer should re- 
tain his independence and his right to buy 
goods in the open competitive market, and 
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should therefore oppose the one-line, or 100 
per cent contract.” 


This motion was seconded by C. M. John- 
son. Further discussion followed. Mr. Arm- 
knecht then said that while he was-heartily 
in favor of the motion, he thought as a mat- 
ter of courtesy to the resolutions committee 
the subject should be referred to that com- 
mittee with instructions to return a resolu- 
tion reflecting the sentiment of the majority 
of delegates as expressed in this discussion. 
He made a motion to that effect. It was sec- 
onded by T. H. McGeorge and carried. 


But through an oversight the committee on 
resolutions failed to include such a resolu- 
tion in its report and the omission was not 
discovered until after the convention had ad- 
journed. 

For Better Contracts 


During the conference with the sales man- 
agers, Messrs. Sebenthall, Armknecht and 
Doerr presented strong arguments in favor 
of contract reforms by the manufacturers. 
The request was for contracts in simple 
language, free from jokers and mystifying 
clauses: and entirely equitable; contracts 
that will protect the small dealer as well 
as the large; contracts that will hold both 
parties to their obligations. 


Following a discussion of this subject at 
the Federation session the trades relations 
committee was by motion instructed to en- 
ter into negotiations with the manufacturers 
with a view to securing a more equitable 
contract for the farm equipment dealers of 
the country. 


For Exclusive Territory 


It was the opinion of the Federation dele- 
gates that the importance of exclusive sell- 
ing territory to the implement dealer has 
been increased by the developments of re- 
cent years and that every dealer should 
have the opportunity to buy territory when 
he buys goods. But when this subject was 
brought up at the conference with sales 
managers, the reply on their part was that 
there is doubt as to the legality of contracts 
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granting dealers exclusive sale in a given 
territory. 


The following morning at the final ses- 
sion of the Federation Mr. Armknecht, hav- 
ing obtained a copy of the decisions of the 
federal trade commission, read therefrom 
the commission’s findings in a number of 
complaints involving exclusive territory con- 
tracts. In each of these cases it was shown 
that the commission had held that neither 
the Clayton act nor the federal trade com- 
mission act prohibited a manufacturer from 
granting a dealer the exclusive sale of his 
line in a given territory. 


The Federation then adopted a motion ap- 
proving exclusive territory. contracts and 
asking the resolutions committee to give the 
subject suitable consideration. 


Split on Price Guarantees 


Discussion of the price guarantee revealed 
a division of opinion quite unusual in the 
Federation. Many delegates spoke for and 
almost as many against a motion to place 
the organization on record as favoring the 
guaranteeing of prices by manufacturers. 
Those in favor of the price guarantee con- 
tended it was necessary at present for the 
protection of dealers and those who opposed 
it held that it would have a tendency to 
keep prices up beyond the time when a 
reduction would naturally be in order. 
These also pointed out that unless the guar- 
antee extended to machines after they had 
passed from the dealer to the user the plan 
would afford no way for the dealer to pro- 
tect his customers. 

The vote on the motion showed 40 votes 
for the guarantee and 28 votes against it. 
But the discussion went on after the vote 
had been taken and finally one who had 
voted in the affirmative moved a reconsid- 
eration, which was carried by an almost 
unanimous vote. The original motion was 
then tabled, thereby dismissing the subject 
so far as the convention was concerned. 


Price-Less Contracts Condemned 


None of the delegates lifted his voice in 
favor of the price-less contract. All who 
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discussed the subject were quite emphatic 
in condemning it. The fear was expressed 
that acceptance of the price-less contract 
by the dealers would fasten this plan upon 
the implement trade as it did in the case 
of binder twine. It was characterized as a 
one-sided proposition. Reports showed that 
one association had already issued a letter 
to its members urging them not to sign con- 
tracts containing no prices. The convention 
adopted a motion placing the Federation on 
record as opposed to price-less contracts and 
asking proper attention from the resolutions 
committee. 


C. O. D. Repair Shipments 


The Federation reaffirmed its previously 
expressed opposition to the shipment of re- 
pairs collect on delivery to responsible 
dealers. In this connection there were 
numerous complaints made of delayed in- 
voices and shipments, splitting of orders, 
etc., but the opinion was that much of this 
poor service was due to abnormal condi- 
tions, lack of transportation and inefficiency 
of labor. 

Binder Twine Problems 


The trade relations committee reported 
having held a conference with twine manu- 
facturers Oct. 11 and obtaining their prom- 
ise to cooperate with the Federation in an 
effort to improve conditions. These efforts 
will be directed along the line of convincing 
farmers that collective buying from pro- 
ducers is likely to destroy the dealer’s twine 
business and therefore eliminate a service 
that is essential to the grain grower. The 
importance of getting twine orders .early 
was emphasized in the discussion. 


Address by Finley P. Mount 


A feature of the conference was an ad- 
dress by Finley P. Mount, president of the 
Advance-Rumely Co., who discussed the 
tractor situation and outlook. 


“These are strenuous times,” said Mr. 
Mount, ‘‘there is much talk on readjustment 
and bringing down prices. If we can only 
sit still and not rock the boat in the midst 
of all this confusion things will come out 
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alright.” This was the keynote of Mr. 
Mount’s address and all present seemed to 
realize that such counsel was timely. 


By means of charts Mr. Mount made a 
significant comparison of the price trend of 
nine automobiles which have recently been 
reduced in price; and nine representative 
3-plow tractors. In 1919 the prices of these 
automobiles advanced.15 per cent. In the 
seme period the price of the tractors ad- 
vanced 5 per cent. For the 1920 season the 
prices of the automobiles advanced 20 per 
cent. and tractors 7% per cent. During the 
past month the prices of the automobiles 
has been reduced 15 per cent., which still 
leaves them 20 per cent. above the price 
level of 1918, and even considering the re- 
cent advances in the prices of some trac- 
ters, still above the relative level of tractor 
prices. 

“The tractor, which may be taken as 
typical of the implement industry, has not 
advanced in price aS much as other lines. 
It is right to reduce prices when costs per- 
mit, but it must be remembered that at 
the beginning of the war the implement in- 
dustry did not take advantage of the situa- 
tion and increase prices. Materials on hand 
were not figured on a replacement basis, 
but on the basis of actual cost. Now, the 
manufacturer finds himself with more or 
less high priced material on hand and con- 
ditions unsettled.” 


In order to drive this point home, Mr. 
Mount quoted figures from the recent report 
of the federal trade commission to show 
that in the period 1914-1918 the prices of 
agricultural products increased 118 per cent. 
and other commodities 98 per cent, while 
the prices of implements increased only 72 
per cent. The situation is further compli- 
cated by the fact that the price of pig iron 
has increased from $34 per ton in 1919 to 
$47.50 per ton in 1920 and has been going 
higher every month. No one seems to know 
when it will come down. 

Mr. Mount said that the duty of the manu- 
facturer and retailer of farm implements is 
to sell on merit, worth and value. Doubt- 
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less there has been inconsiderate buying of 
tractors and implements, but it has not been 
nearly so pronounced in these lines as in 
some others. Tractors and implements are 
necessities and should never be sold unless 
both the seller and the purchaser are con- 
vinced that the investment will be a money- 
making proposition. If the farmer can make 
money because of the purchase, equipment 
can be sold, with wheat at $2.60 or $1.60 
per bushel. When the prices of farm prod- 
ucts drop the farmer must lower his cost 
of production. He cannot quit the game. 
Next to the charge for the land the expen- 
ditures for power and man-labor are the 
largest items entering into the costs of crop 
production. The farmer is becoming a 
shrewd business man and knows these facts. 
It is reasonable to expect that he will turn 
to the still more extensive use of modern 
machinery in order to meet the present sit- 
uation. 


Nobody knows what the’trend of prices 
for farm products is to be, but everyone is 
entitled to one guess, and Mr. Mount’s opin- 
ion was that the situation is certain to im- 
prove. He based his prediction on the fact 
that there is a large demand for bread. Be- 
fore the war Europe produced 60 per cent 
of the wheat of the world. Russia alone 
produced 93 per cent. of the rye crop. While 
Europe is making good strides in recovering 
from the war it will be some time before 
she reaches normal production of food stuffs. 
Part of its deficiency must be drawn from 
America. Our exports are decreasing and 
our imports increasing which is certain to 
have a favorable influence on the rate of 
exchange. 


At the same time changes have been tak- 
ing place in our own country. During the 
past ten years our population has increased 
15 per cent, while there was a decrease of 
3.6 per cent in the total production of bread 
grains for the period 1916-1920 as compared 
with the period 1911-1915. Furthermore, our 
increase in population has been confined en- 
tirely to the cities, for there are less people 
on the farms today than ten years ago. In 
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the face of these facts Mr. Mount predicted 
that the present low level of prices for farm 
crops cannot continue indefinitely. 
In conclusion Mr. Mount said, “There will 
be no panic if we all sit steady and do not 
rock the boat.” 


Convention Program Suggestions 


T. F. Wherry, chairman of the committee 
on convention programs presented a report 
recommending the following for the consid- 
eration of the officers of member associa- 
tions: 

Music, under the direction of a competent 
leader. 


Entertainment that will not interfere with 
the primary object of the convention—the 
discussion of trade problems. 


Report of the Federation convention to be 
given prominent place and divided into 
short, snappy talks by the delegates, each 
taking one topic. 


Review of the state iaws of the state or 
states covered by the association by a com- 
petent attorney, with suggestions as to 
amendments to laws which are unfair to the 
implement trade. 

An address by officer of state bankers’ 
association dealing with financial and busi- 
ness conditions, 

Devote as much time as possible to the 
question box, eliminating personalities. 

Discussion of Repair Week, effective re- 
pair service, systematic accounting, stand- 
ardization, equitable contracts and local 
clubs. 

Acceptance and use of the film offered 
by the sales managers department of the 
N. I. V. A., suggesting methods of store im- 
provement, etc. 

An address by a representative of the ex- 
tension department of the state college, or 
a representative of the state farm bureau 
organization, making this a prominent fea- 
ture of the proceedings. 

These suggestions, which were  pro- 
nounced by President Collins as the best the 
Federation had. offered, were approved by 
the convention. 
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FEDERATION RESOLUTIONS 


A. A. Doerr, chairman of the committee on 
resolutions, presented the following report, 
which was adopted: 


Reconstruction 


Today we are in the midst of the reconstruc- 
tion period following the World War. Our eco- 
nomic condition is such as may well receive 
the serious attention of all thoughtful and 
patriotic people. Rank partisanship rather than 
wise deliberate statesmanship has prevailed in 
our nation’s legislative councils. 

The growt-. of class hatred in certain sections 
of our country is also much to be regretted. 
We are confronted with falling markets in 
agricultural products whic-.. will very mate- 
rially reduce the buying power of the farmers, 
who operate the basic industry of our country. 
As this industry prospers, it is immediately 
reflected in all other avenues of human activity. 

A spirit of ruthless extravagance affecting 
every class of our citizenship is extant from 
ocean to ocean, and yet in the midst of this, 
we are the freest, happiest and most prosper- 
ous people on the globe today. Our nation is 
sound at the core. We are biessed with the 
most responsive form of government devised 
by man. The problems that confront us as a 
nation and as a people are such as the man- 
hood of the country can and will solve in that 
broad, equitable way that will not retard the 
healthy growth and progress of any of the 
factors that contribute to make us a free, pros- 
perous and contented people. 


We, as retail dealers have the problems in- 
cident to our business, and to solve them 
aright and in justice to every class of our 
citizenship affected by our activity is the reason 
we are here today in this federated capacity. 


Federal Trade Commission 


We deprecate the action of the federal trade 
commission upon the retail implement dealers 
of the country and upon all organized bodies 
of dealers as well as this Federation. We 
unhesitatingly condemn this report as far as 
it affects this Federation, its constituent asso- 
ciations and members, as being unjust, unfair 
and not in accordance with the truth as shown 
by the records of those organizations, which 
records at all times are open for inspection. 
On the contrary, we believe no other single 
factor contributes so much or more generously 
of that service so necessary to community life 
and welfare as the implement dealer. 


The Financial Situation 


The buying capacity of farmers and imple- 
ment dealers is curtailed by the fall in price 
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of farm products and the present financial 
stringency. Under the present plan of selling 
to dealers on nearly a cash basis and in some 
cases with sight ‘draft with bill of lading at- 
tached, our members are advised to proceed 
with the utmost caution and govern their pur- 
chases strictly in accordance with their finan- 
cial ability. ~ ; 


Cooperation With State Colleges and Farm 
Bureaus 


We wish to endorse most heartily the activ- 
ities of the farm bureaus of various states 
which fully cooperate with the established 
dealers in the resale of commodities needed on 
the farm. We hope thet each and every one 
of the affiliated associations of this Federation 
will endeavor to establish at once a point of 
contact with the state organizations of farm 
bureaus as well as agricultural colleges, which, 
through their representatives reach into nearly 
all rural communities. We believe a committee 
should be appointed by each association to pro- 
mote the work of closer cooperation as out- 
lined. 

Implement and Tractor Dealers 


We most heartily approve the resolution pre- 
sented and adopted by the sales managers dur- 
ing recent meetings defining an implement and 
tractor dealer, which resolution was published 
in our Bulletin and the trade press generally. 
We wish to commend the sane requirements 
and express the hope that the implement man- 
ufacturers and_ distributors will endeavor to 
secure the resale of their product through the 
channels thus defined. 


Power Farming Equipment 


The sentiment of the Federation favors the 
very closest cooperation with manufacturers, 
that the local implement dealer may be able 
at all times to supply the community demands 
for power farming equipment. Without an 
adequate and diversified stock of power equip- 
ment, much profitable business will be lost to 
the retailer. Likewise we wish to sound a 
note of warning that we deem it unwise and 
unbusinesslike for dealers to accept contracts 
that overload their territory. Gverbuying has 
ever been one of the evils affecting retail 
dealers. 

Tractor Discounts 


Tractor discounts as offered by many manu- 
facturers are still inadequate to cover the 
hazards entailed by the dealer who equips him- 
self to function properly as a tractor distrib- 
utor. Especially is this true in the case of 
the small dealer who is not able to avail him- 
self of the cumulative discount. We are op- 
posed to the sliding scale of quantity discounts 
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as failing to mect the needs ot a large percent- 
age of retail dealers. 


Cc. O. D. Repair Shipments 


We wish to express our emphatic disapproval 
of the practize of C. O. D. repair shipments 
still persisted in by a few representative houses, 
and we must urgently and sincerely request the 
discontinuance of this practice, especially with 
dealers who are financially responsible. 
C. O. D. shipments place the plain brand of 
dishonesty upon the receiving dealer and we 
condemn the same as entirely out of harmony 
with the cordial relations which should exist 
between the distributor and the dealer. 


Contract Reform 


Your committee suggests that we recommend 
the adoption of a uniform form of contract to 
be used by manufacturers of farm machinery, 
which shall be ‘simple in expression and devoid 
of mystifying clauses and which will clearly 
state the terms, discounts, repair agreements, 
territorial limits and all conditions under which 
the goods are sold. 


Price-less Contracts 


Considerable objection has arisen to the so- 
called price-less contract, which is being offered 
the trade for signature for the coming season’s 
purchases. We look with disfavor on the theory 
as a general proposition, and would advise care- 
ful consideration of the necessity for its use 
before acceptance of it. 


Standardization 


We reaffirm our contention for standardiza- 
tion of many vital spare parts common to sim- 
ilar implements of the various manufacturers. 
Farmers’ organizations in many sections of the 
country have passed strong resolutions favoring 
standardization and we believe the request 
should be thoroughly considered by the manu- 
facturers. We hope that the work they have 
done along this line will be speedily extended. 


Exclusive Territory 


It is the sense of this Federation, emphatically 
expressed, that a sale contract for farm equip- 
ment between tle wholesaler and retailer should 
provide for a well-defined exclusive territory. 


Deposits on Tractors 


The practice of requiring cash deposits on 
tractor and other farm equipment contracts, 
we believe to be without justification and rec- 
ommend that the practice be abolished. 


Repair Week 


While the response to the Repair Week cam- 
paign last season was not as general as we 
could wish, we believe the benefits of the 
propaganda are cumulative and sufficiently en- 
couraging to warrant its continuance. 
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In Memory of Frank Follmer 


We wish to express our tenderest sympathy 
to Mrs. J. Frank Follmer and daughter of 
Vicksburg, Mich., on the great bereavement 
visited upon them by the death of husband and 
father. The Federation with great reverence 
remembers Mr. Follmer’s usefulness in the field 
of association work. His loyalty, devotion and 
self-sacrifice to the cause of the implement 
dealer are fond memories we deeply cherish. 
His life was an inspiration to many. His toil 
and sacrifice has benefited all who had the 
pleasure to be touched by his influence. 


Miscellaneous 


We express our appreciation to the sales 
managers department of the National Imple- 
ment and Vehicle Association for all the cour- 
tesies extended to our delegates, and for the 
exchange of views permitted at the conference. 


Steps should be taken to enable the executive 
board to meet a number of times each year. 
The most vital of all association work is ac- 
complished by small, compact, working units, 
such as our executive board and trade rela- 
tions committee, and these united should be 
required by our by-laws to meet at frequent 
intervals in order to maintain the point of con- 
tact and more effectively dispose of all Feder- 
ation matters. 


We congratulate our constituent organization 
on the splendid growth during the past year, 
as reported by the secretaries. This healthy 
growth reflects very strongly the fact that the 
dealers almost as a unit appreciate the work 
of our various state organizations and are con- 
tributing their part in time and money for 
their maintenance. 


No factor of our association work has accom- 
plished more for our organization than the 
Trade Relations Committee. We appreciate the 
unselfish devotion to duty of its members and 
are pleased to state that the justness of their 
demands have received the thoughtful and care- 
ful attention of the manufacturers’ committee. 


A representative of the Near East Relief has 
called our attention to the deplorable condi- 
tions prevailing in Armenia. . Therefore, we 
wish to extend them our hearty sympathy and 
support. : 


The thanks of the Federation are hereby ex- 
tended to the trade press for its loyalty to the 
dealer and the service rendered to our entire 
membership in every field of activity in which . 
th dealer as a merchant is interested. With- 
out this courteous assistance the things our 
Federation is striving for as well as accomplish- 
ing would be lost for the want of publicity. 
We again wish to thank our friends. 
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Convention Notes 


Sympathy was extended by standing vote 
to John A. Montelius, Jr., of Piper City, 
Ill., on account of the serious illness of his 
father, one of the pioneer dealers of Illinois. 
Mr. Montelius has been a delegate to the 
Federation for many years and was pre- 
vented from attending this year by his fath- 
er’s condition. 

Although the results of Implement Repair 
Week had not been as good as anticipated, 
it was agreed that on the whole repair or- 
ders are now being placed by the farmers 
earlier than formerly, due to the holding of 
a repair week under direction of the various 
associations. The Association of Secretaries 
voted in favor of continuing this feature, 
and the Federation approved. The zone 
plan will be used as it was last year. 

A straw vote on presidential nominees 
taken at the close of the final session showed 
43 votes for Harding and 17 for Cox. 

Recognizing the efficient work done by the 
trade relations committee, the convention in- 
structed the official board to re-appoint the 
present members, T. J. Turley, W. L. Derry, 
H. D. Skinner, EH. W. Robbins and E. P 
Armknecht. 

A. A. Doerr served as chairman of the res- 
olutions committee, and was assisted by 
Fred P. Watson, C. R. Peters, C. I. Buxton 
and BE. W. Robbins. The convention pro- 
gram committee consisted of T. F. Wherry, 
R. A. Lathrop and L. F. Wolf. The creden- 
tials were looked after by T. H. McGeorge, 
R. G. Nuss, J. M. Stone, J. H. Goldcamp 
and H. L. Covert. Recommendations for 
new officers were made by a nominating 
committee consisting of O. T. Myers, E. C. 
Barton and O. A. Rystrom; and the auditing 
was done by M. J. Solum, Geo. P. Wagner 
and J. M. Elwell. : 

A feature of the conference with the sales 
managers was a paper by Clark Washburn, 
vice-president of the Chicago federal reserve 
bank, explaining the functions of the bank, 
especially with reference to rediscounting of 
notes. 
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Federation Delegates 


Following is a list of the associations rep- 
resented at the convention and the names of 
the delegates: 


Illinois Implement Dealers’ Association: W. 
L. Derry, Vermont; O. T. Myers, ITlliopolis; A. 
W. Sikking, Springfield; Oscar Keller, Quincy; 
S. E. Dillavou, Champaign; Herman Cluver, 
Cissna Park; D. D. Leary, Bloomington; E. E. 
Voorhees, Blandinsville; W. C. Shouer, Free- 
port; E. M. DeBolt, Pontiac. 


Iowa Implement Dealers’ Association: E. P. 
Armknecht, Donnellson; C. R. Peters, Winter- 
set; Matt Conway, Creston; J. H. Hager, Wau- 
kon; T. F. Wherry, Des Moines. 


Indiana Implement Dealers’ Association: TT. 
H. McGeorge, Covington; Geo. P. Wagner, Jas- 
per; K. L. Adams, Letts. 


Kentucky Hardware and Implement Dealers’ 
Association: J. M. Stone, Sturgis; A. T. Byron, 
Owingsville; T. J. Turley, Owensboro; Lee 
O’Rear, Mt. Sterling. 


Michigan Implement Dealers’ Association: 
Chas. L. Meach, Lakeview; Ernest Paul, Pigeon; 
Fay Barker, Battle Creek; F. L. Willison, Cli- 
max; Ralph Jennings, Howard City; L. F. Wolf, 
Mt. Clemens. 


Mid-West Implement Dealers’ Association; 
Oscar Rystrom, Stromsburg, Neb.; James Wal- 
lace, Council Bluffs, Ia.; J. M. Elwell, Spring- 
field, Neb.; C. E. Bass, Anselmo, Neb.; C. E. 
Gallagher, Coleridge, Neb.; Jacob Bender, Sut- 
ton, Neb.; A. E. Tunberg, Hooper, Neb.; P. B. 
Laird, Tabor, Ia.; M. E. Southwick, Moville, Ia. 


Minnesota Implement Dealers’ Association: M. 
J. Solum, Hitterdal; I. Johnson, Hanley Falls; 
Cc. W. Headley, Winnebago; C. I. Buxton, Owa- 
tonna; C. M. Johnson, Rush City. 7 


Mississippi Hardware and Implement Associa- 
tion: E. R. Gross, Agricultural College. 


Mississippi Valley Implement Dealers’ Associa- 
tion: Henry F. Woerther, Ballwin, Mo.; Fred P. 
Watson, Mt. Vernon, Ill.; W. R. Bost, Litch- 
field, Ill.; George Schneider, St. Peters, Mo.; 
Frank HE. Goodwin, Kirkwood, Mo. 


North Dakota Implement Dealers’ Association: 
George E. Berg, Kensal; R. A. Lathrop, Hope. 


Ohio Implement Dealers’ Association: C. A, 
White, Delaware; J. H. Goldcamp, Lancaster; 
Stanley M. Sellers, Lebanon. 


Pacific Northwest Hardware and Implement 
Association and Oregon Hardware and Imple- 
ment Association: E. E. Lucas, Spokane, Wash. 
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South Dakota Implement Dealers’ Association: 
M. J. Muggli, Ramona; E. C. Barton, Vermillion; 
Cc. J. Bach, Sioux Falls; M. D. Thompson, Ver: 
million. 


Western Retail Implement, Vehicle and Hard- 
ware Association: O. H. Young, Elk City, Okla.; 
M. A. Wengert, Kansas City, Mo,; Cc. O. Hitch- 
cock, Hutchinson, Kan.; A. W. Kavanaugh, Al- 
va, Okla.; Fred Taylor, Lyons, Kan.; A. A. 
Doerr, Larned, Kan.; T. N. Witten, Trenton, 
Mo.; Geo. W. Collins, Belleville, Kan.; H. J 
Hodge, Abilene, Kan.; H. W. Fly, Monett, Mo.: 
F. S. Briggs, Neosho, Mo.; H. D. Skinner, Bray- 
mer, Mo. 

Wisconsin Implement Dealers’ Association: E- 
W. Robbins, Eau Claire; D. W. Allaby, Mauston; 
Wm. Victora, Muscoda; H. A. Schultz, Portage: 
R. G. Nuss, Madison; F. R. Sebenthal, Eau 
Claire; J. T. Timmers, Kaukauna’ J. W. Christ- 
ensen, Berlin. 
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AFFILIATED ASSOCIATIONS 


Western Retail Implement, Vehicle and _ 
Hardware Association. 





Minnesota Implement Dealers’ Association. 





Iowa Implement Dealers’ Association. 





Wisconsin Implement and Vehicle Dealers’ 
Association.: 





Michigan Implement and Vehicle Dealers’ 
Association. 
f 





Texas Hardware and Implement Association. 





Mid-West Implement Dealers’ Association. 





Illinois Implement Dealers’ Association. 





North Dakota Implement Dealers’ Association. 






South Dakota Implement Dealers’ Association. 





Mountain States Hardware and Implement 
Association. ‘ 






Mississippi Valley Implement and Vehicle 
Dealers’ Association. 






Pacific Northwest Hardware and Implement 
Association. 






Ohio Implement Dealers’ Association. 





Indiana Implement Dealers’ Association. 
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Kentucky Hardware and Implement Denies 
Association. 
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Montana Implement Dealers’ Association. 
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Report of the Proceedings 


OF THE 


Twenty-Second Annual Convention 


National Federation of 
Implement Dealers’ Associations 


Constructive Action Taken Regarding Freight 
Rates on Farm Products, Cooperation with 
Farm Bureaus, Exclusive Territory and other 
Important Matters 


Subjects Discussed 


General Business Conditions and Outlook for Coming Year 
Price Reductions for 1922 
Defense of the Dealer 
1922 Contract Provisions 
(a) Cancelation Privilege 
(b) Price Guarantee 
Wrapping and Insurance Charges on Parcel Post Shipments 
. Delayed Invoices 
C. O. D. Shipments 
Contract Reform 
Binder Twine Trade 
Group Meetings 
Freight Rates on Farm Products 
Canvassing and Delivering 
Cooperation with Farm Bureaus 
Activities of County: Agents 
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Implement Dealers in National Convention 


Plight of Farmer Uppermost in Thoughts of Delegates to Federation Meeting - 
Constructive Action Taken to Improve Conditions 


Thirteen state and interstate associations 
of implement dealers were represented at 
the twenty-second annual convention of the 
National Federation of Implement Dealers’ 
Associations, held in Chicago Oct. 5, 6 and 7. 
Three days were spent in earnest considera- 
tion of the problems confronting implement 
dealers and their customers, the farmers. 
Uppermost in the minds of the delegates 
was the unenviable position of the Amer- 
ican farmer, due to the disparity between 
the prices of his products and the prices of 
other commodities. The underlying senti- 
ment throughout the entire proceedings was 
that the return of prosperity must wait on 
an adequate increase in the purchasing 
power of the farmer. 

It was recognized that excessive freight 
rates constitute one of the greatest ob- 
stacles in the way of such increase, and the 
convention made demand upon congress for 
such relief for the farmer as can be effected 
by reduction in transportation charges, 
especially in carload rates. 

It was the opinion of the delegates also 
that everything that can be done must be 
done to restore normal price relations. The 
thought was freely expressed that farmers’ 
prices must come up or prices of the things 
the farmer buys must come further down 
the scale in order to clear the path to nor- 
mal conditions. 


Memorial to Geo. W. Collins 


The first act of the convention was to pay 
tribute to the memory of the late Geo. W. 
Collins, who served the Federation as presi- 
dent in 1920. Secretary Hodge, Thomas N. 
Witten, T. J. Turley, C. E. Gallagher, C. M. 
Johnson and M. D. Thompson spoke briefly 
in eulogy of the decedent, deploring the 
great loss sustained by the organization and 
by the implement trade at large through his 
death. A special committee was appointed 
to draft a suitable resolution, after which 
the entire assembly stood in silence for a 
moment in respect and tribute to the de- 
cedent. 

The resolution returned by the special 
committee declared that in the passing of 
Mr. Collins the Federation had lost an able 
officer, who at all times gave freely of his 
time and talents to further the aims and 
purposes of the organization, and that his 
ability and great strength of character, rec- 
ognized by all who enjoyed a personal ac- 
quaintance with him, would always remain 
in memory and serve to stimulate them to 
higher aims and a cleaner life. The deep 
sympathy of the membership was extended 
to the bereaved family and the secretary 
was instructed to forward a copy of the 
resolution to Mrs. Collins. 


R. A. Lathrop Chosen President 
..The Federation chose R. A. Lathrop, Hope, 
N. Dak., as its president for the ensuing 
year, advancing him from the position of 


Reported by C. A. Lukens 
Editor Farm Implement News, Chicago 


vice-president. Mr. Lathrop for many years 
has been secretary of the North Dakota Im- 
plement Dealers’ Association. 

The choice for vice-president was Stanley 
M. Sellers of Lebanon, O., an active worker 
in the Ohio association and a leading factor 
in the retail implement trade of the Buckeye 
state. 

Louis F. Wolf of Michigan, retiring presi- 
dent of the Federation, was elected a mem- 
ber of the board of directors. Other di- 
rectors chosen were A. A. Doerr, Larned, 
Kan., one of the leading figures in the West- 
ern association and Geo. P. Wagner, Jasper, 





R. A. Lathrop, Hope, N. D. 


President National Federation of Implement 
Dealers’ Associations 


Ind., one of the wheel horses of the Indiana 
association. 

Following the convention the directors re- 
appointed H. J. Hodge secretary-treasurer. 
Mr. Hodge has served the Federation in this 
capacity since its formation twenty-two 
years ago. 

Federation Finances 

President Wolf, as a portion of his mes- 
sage to the convention, urged the impor- 
tance of steps to increase the revenue of 
the Federation in order that the work of 
the organization may not be hampered by 
lack of funds to defray the necessary ex- 


penses of the official board and _ important. 


committees. 
The response of the association to this 
suggestion was a vote increasing the per 


capita tax levied against the constituent 
associations from 50 to 75 cents. The in- 
creased income will enable the trade rela- 
tions committee to function to the greater 
advantage of the retail implement trade in 
its efforts to solve trade problems in the 
interest of the dealers and their customers. 


Concerning Price Reductions 

One of the subjects docketed for discus- 
sion was the reductions in price for 1922 
trade, announced by some of the manufac- 
turers just prior to the Federation conven- 
tion. The reductions as reported ranged 
from 10 to 20 per cent. Most .of the dele- 
gates who spoke on this subject agreed that 
the reductions would still leave so large a 
gap between implement prices and the 
prices of farm products that trade would not 
be stimulated by the reductions. Several 
delegates expressed the opinion that an ad- 
vance in farm products would do more than 
a reduction in implement prices to improve 
the trade situation. 

The hope was expressed that manufac- 
turers would be able to effect further econo- 
mies in their costs or overhead, and that 
through reduction in freight rates and other- « 
conditions the prices of farm products would 
be advanced. During this discussion many 
delegates declared that a suitable reduc- 
tion in freight rates would so increase the 
farmers’ income from crops as to wipe out 
a large portion of the disparity between 
prices. During this discussion also the in- 


' famous Pittsburgh-plus freight charge on 


steel was vigorously denounced. 

Subsequently, during a joint session with 
the Sales Managers’ Department of the Na- 
tional Implement and Vehicle Association, 
A. A. Doerr, speaking of the outlook from 
the dealers’ angle, reflected the sentiments - 
of the retail trade in regard to the price 
reductions. Mr. Doerr’s remarks on this 
occasion are printed elsewhere in this re-- 
port. 

Outlook for the Coming Year 


Business conditions and the outlook for 
the coming year were discussed. The first 
reference to these subjects was made in the 
report of the secretary, who said: 

“After. passing through the most disturbed 
period of this generation’s business expe- 
rience with uncertainties and buyers’ re- 
volts, with frozen credits and evidences of 
financial strain as its features, we must. 
consider the question, ‘Where do we go. 
from here?” Repining over the past is 
never profitable; life’s true philosophy de-: 
mands a steady gaze on the future, with: 
only such reviews of our successes or fail- 
ures as will aid us in planning intelligently 
for coming days. % 

“My duty to you, as I see it, is to present 
the facts of today’s status as I find them 
after a careful survey made possible by 
my official position. I-woulA not presume 








will lead to sounder conditions. 
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to advise you in regard to your action here 
or what recommendations you should make 
to the constituent associations, for I be- 
lieve there is sufficient intelligence in this 
convention to arrive at conclusions that will 
be for the trade’s best interests. Bewil- 
dered by the cross tides of business, dealers 
are looking to this meeting and the conven- 
tions of their own associations to formu- 
late policies and to point out paths which 
If we can 
do that we shall have lifted a little the 
clouds that have hovered over the imple- 
ment trade for a year past. 


“Let us for a moment try to visualize 
just what is the situation. Gathered from 
my own observation and from that of half 
a hundred members scattered widely over 
the agricultural west, the position of the 


’ three principal figures in the picture may 
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be briefly outlined. 


“Out on hundreds of thousands of farms 
are earnest, hard-working men trying to 
wrest from the soil a sustenance. They 
have seen the market value of their prod- 
ucts cut in half, or less. The cost of liv- 
ing for themselves and their families has 
decreased much less, and the margin—their 


-buying power—is at a minimum. They have 


protested in the only way possible; they 
have refused to buy anything that they 


could avoid purchasing, implements as well 


as other commodities. 

“In the towns are the dealers, some of 
them with large stocks on hand, bought at 
high prices, which they have endeavored 


vainly to dispose of to their customers. | 


Others must restock for the coming sea- 
son; what shall they do about it? 


“In industrial centers are manufacturers. 


Many of these, too, have large stocks; some 
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‘piecemeal it might have resulted 
-greater volume of business. 


of them have been closed down, waiting 
for a. revival of buying. But they must 
go on for the soil must be tilled and the 
farmer must eventually have implements. 
What shall be their policy? 

“The fate of the dealer and of the manu- 
facturer rests in the hands of the ulti- 
mate consumer, the farmer. His attitude 
we must consider. His mood today, as it 
has been for months, is one of revolt; that 
is, he is determined that retail prices must 
be reduced to meet the price level of his 
own products. He may not be able to live 
up entirely to his position but his intention 
is so to do. It is fair to say that the course 
taken by the manufacturers, though at the 
time doubtless seemed to them as an 
equitable one and all the sacrifice they 


deemed possible, failed. to meet the con- 


sumer’s idea. If price reductions made 
during the year had all come at one time 
at the beginning of 1921, instead of by 
in a 
Certainly it 
would have had a helpful psychological ef- 
fect on the farmer, would have impressed 
him as an effort to meet his situation more 
fully and, which is of as much importance, 
would have quieted the frenzied writers for 
a certain class of farm papers whose edi- 


_tors have been diligent in spreading propa- 


ganda calculated to keep the producers’ 
mind in a state of ferment. 

“That experience should be a guide to the 
future. It applies not only to our business, 
but to trade of all kinds. Half-way meas- 
ures will not serve. Whatever is to be 
done should be frankly and fully performed. 
Then, and in my opinion not until then, 
shall we see a true revival of business in 
this country. The dealer stands helpless 
between the two great forces with which 
he must deal. He is deeply interested in 
the current of events, but upon the course 
of the manufacturers on the one side and 
that of the customer on the’ other must 
depend his own progress. The leaven must 
exert its influence from the top; it is not 
coming from the customer upward, at least, 
not rapidly enough to have much effect on 
the affairs of most of us. The courageous 
way, the sane way—yes, and the best way— 
is to face frankly conditions as they are 
and seek to put into effect promptly such 
policies as will convince the customer that 





Stanley M. Sellers, Lebanon, O. 


Vice-president National Federation of Imple- 
ment Dealers’ Associations 


he is receiving every possible consideration 
from the industrial and business world. 
When we have done that trade will care 
for itself; normalcy will be on its way and 
trade will resume its usual channels.” 


Outlook as Reported by Delegates 


Reports on the outlook for 1922 were 
made by delegates from all of the associa- 
tions represented at the meeting. For the 
most part they had a blue tinge. The most 
encouraging reports came from _ sections 
where dairy farming is extensively prac- 
ticed, the second best from sections where 
grain is marketed through hogs and cattle 
rather than by the bushel. Delegates from 
some of the associations reported that the 
farmers in their territories would not be 
able to liquidate in two years at present 
crop prices. 

Reports of trade of the current year were 
submitted in this connection. Some of. the 
dealers said business had been of profitable 
volume, but the majority reported the sales 


far below normal and unprofitable. It was 
stated by a number of delegates that busi- 
ness had been seriously affected by the ac- 
tion of certain farmer organizations in ad- 
vising what amounted to a buyers’ strike, 
and in this connection it was stated by 
many that in their opinion farmers would 
not resume buying in a normal way until 
they were convinced that prices had 
reached the bottom. 

The advance made on certain machines 
at the beginning of 1921 was gaid to be 
responsible for much of the disinclination 
of farmers to buy this year. This, the deal- 
ers said, had created strong feeling of. re- 
sentment. 

In these discussions some of the dele- 
gates charged that the high interest rates 
demanded by banks as a result of the atti- 
tude of the federal reserve board in hold- 
ing up rediscount rates were responsible 
for much of the trade depression. 

The outlook was also discussed at the 
joint meeting with the’Sales Managers’ De- 
partment of the National Implement and 
Vehicle Association, the story of which ap- 
pears elsewhere in this report. 


Demand Lower Freight Rates 


The convention registered vigorous op- 
position to the continuance of excessive 
freight rates, which scores of delegates 
charged are largely responsible for the 
present plight of the farmer. It was re- 
peatedly declared that there is no more 
important step to be taken than to seek a 
substantial reduction, especially in carload 
rates. It was the sentiment of the con- 
vention that the question was of sufficient 
importance to warrant the appointment of 
a special committee to draft a resolution 
setting forth the demands of the Federation 
in behalf of the farmer. The members of 
the committee were T. J. Turley, Owensboro, 
Ky.; C. L. Glasgow, Nashville, Mich.; R. A. 
Lathrop, Hope, N. D., and A. A. Doerr, 
Larned, Kan. The resolution was read un- 
der special order and approved by unani- 
mous vote. It was then incorporated in 
the repert of the committee on resolutions 
which is printed elsewhere in this report. 


Farm Bureaus 
The convention endorsed the work of the 


~farm bureaus in promoting better farming 


and in improving conditions affecting the 
marketing of farm products. It was the 
unanimous sentiment of the assembly that 
the Federation’s pledge of support should be 


renewed and that the resolutions commit- 


tee should return a strong declaration along 
that line. It was so voted. 


District Meetings Favored 


Both President Wolf and Secretary Hodge 
recommended consideration of the proposi- 
tion to have the constituent association 
hold district or group meetings at various 
points in their respective states. or terri- 
tories. The same recommendation: came 
up from the secretaries’ association. The 
experiment had been tried with successful 
results by some of the associations; Dis- 
cussion revealed a strong sentiment in fa- 


vor of such meetings and the convention 
by resolution endorsed the movement. The 
program committee also urged considera- 
tion of this subject by all of the constitu- 
ent associations. 


Defense of the Dealer 


In his report to the convention, Secretary 
Hodge referred to the charges that had 
been made by high public officials and oth- 
ers to the effect that retailers, including 
implement dealers, had shown an unwill- 
ingness to take their losses and reduce 
prices in keeping with reductions in the 
wholesale trade. His emphatic denials of 
this charge, so far as the implement dealer 
is concerned, found quick response in the 
convention. Delegates denounced in vig- 
orous language certain public officials who 
had given utterance to the charge. It was 
shown that the implement dealer has gone 
even farther down the price reduction scale 
than the manufacturer. For thousands of 
dealers had sold or offered to sell machines 
during the past season at prices lower than 
the replacement cost. 

Some of the delegates were inclined to 
suspect that the charges are a part of a 
deliberate plan to discredit the retailer as 
a class. It was the consensus that every 
implement dealer should seek the coopera- 
tion of his local fellow merchants in all 
lines with a view to inaugurating a move- 
ment designed to place the country re- 
tailer in the proper light before the con- 
sumer. Dealers were urged to enlist the 
support of their local papers. 

One of the most significant things said 
in discussion of this subject was that much 
of the feeling of distrust of the retailer and 
his prices was due to the fact that manu- 
facturers in various lines had in many 
cases advertised or announced in public in- 
terviews that their prices had been reduced 
to the pre-war basis. Manufacturers who 
had made such claims without foundation in 
fact were denounced. 


Cancelation and Price Guaranties 


The secretary having reported that some 
of the manufacturers had eliminated the 
cancelation clause and price guarantee 
from 1922 contracts, the convention dis- 
cussed these questions at some length. 
There was a division of sentiment on both 
propositions. Dealers who opposed the 
withdrawal of the cancelation privilege and 
the price guaranty thought that the unusual 
and uncertain conditions called for reten- 
tion of these clauses for another year at 
least. But many of the dealers held it 
would be better for the trade if prices were 
reduced to the lowest possible point and 
contracts were made without privilege of 
cancelation or guaranty of price. They held 
that dealers would be more careful in buy- 
ing. It was their opinion also that where 
crop failures warranted requests for can- 
celations, manufacturers would not be dis- 
posed to force goods upon unwilling deal- 
ers. No vote was taken on the question. 

H. M. Craig, sales manager of the Sam- 
son Tractor Co., who was present during 
this discussion as a guest of one of the 


delegates, was asked by the chairman to 
give his views. Mr. Craig naturally op- 
posed both clauses, saying they were un- 
business-like. He felt that the time had 
come to eliminate them, and he agreed that 
manufacturers would not force goods upon 
dealers in whose sections crop failures had 
destroyed trade prospects. Mr. Craig took 
occasion to give the dealers a message of 
good cheer and expressed the opinion that 
the situation would be materially improved 


within the next sixty days. 


Negotiations With N. I. V. A. 


In reporting on the activities of the Fed- 
eration, Secretary Hodge called attention to 
a matter of importance relating to negotia- 
tions with the manufacturers’ association. 
He said that the Federation on several oc- 
casions had met with success so far as some 
of the larger companies are concerned, only 
to find in a short time that some of the man- 
ufacturers had resumed the practice com- 
plained of and many others had never dis- 
continued it. “It has been difficult in the 
past,” said the secretary, “to secure action 
upon any proposition without much tem- 
porizing and long delay. We have worked 
on some subjects three or four years before 
arriving at any solution. Of course, the 
manufacturers’ association cannot bind its 
members, but it should be possible to secure 
concerted action upon recommendations of 
its executive committee or by the conven- 
tions of the association. The manufacturers 
should meet these issues squarely and either 
negative the propositions we present to them 
or bring them to a definite conclusion.” 


Binder Twine Problem 


The convention discussed the demoral- 
ized condition of the binder twine trade. 
Responding to a question from the chair, 
about one-half of the delegates said they 
had lost money on twine during the past 
season. Several dealers stated that they 
were on the point of abandoning the twine 
trade, owing to the disposition of some of 
the leading manufacturers to sell direct to 
groups or organizations of farmers. It was 
declared that the dealer could solve the 
problem created by prison twine but when 
the free labor manufacturers sell to farm- 
ers’ associations, stocking twine becomes 
too great a risk for the dealer. However, 
it was the sentiment of the convention that 
the dealer should make a hard fight to re- 
cover and retain the twine trade. After the 
discussion the problem was referred to the 
trade relations committee. 


Waste of Printed Matter 


The manner in which printed matter is 
prepared and distributed by some of the 
manufacturers was severely criticized by 
several of the delegates, who declared that 
tons of printed matter are wasted annually. 
The opinion was that manufacturers do not 
give sufficient consideration to this subject 
and that well-directed efforts to prevent 
waste would effect an important saving in 
the overhead of implement industries. The 
convention by vote referred the question to 
the trade relations committee for such ac- 


tion during the coming year as its members 
thought advisable. 


Trade Relations Committee 


E. P. Armknecht, chairman of the trade 
relations committee, submitted a report of 
the conference held in June last, attended 
by representatives of the manufacturers’ as- 
sociation and members of the trade rela- 
tions committee and official board of the 
Federation. It was at this conference that 
the collective buying activities of some 
county agents were discussed and attention 
called to the declaration of President How- 
ard of the American Farm Bureau Federa- 
tion and A. C. True of the department of 
agriculture to the effect that the county 
farm bureau should not engage in commer- 
cial activities. 


Mr. Armknecht also spoke of a letter that’ 
had been written by the sales manager of 
a large implement concern in reply to a 
county agent who had sought to buy ma- 
chines. direct for distribution through a 
farm bureau. Mr. Armknecht read the sales 
manager’s reply, which upheld the present 
retail system of distribution and declared 
that the marketing of implements through 
dealers is the most economical method that 
can be used. Arrangements were made to 
supply all association secretaries with as 
many copies of the letter as they wished 
to distribute among their members. 

At this conference also the dealers had 
succeeded in convincing the manufacturers 
of the importance of the question of delayed 
invoices, for shortly thereafter the manu- 
facturers’ association issued a notice urg- 
ing all of its members to see that invoices 
are forwarded on the day of shipment of 
goods. 

Mr. Armknecht also spoke of the matter 
of simplified contracts which had been re- 
ferred to the committee. He said this was 
a difficult question to handle as there are 
57 varieties of contracts in use. Some are 
simple, but many are complicated. But the 
committee has not given up the idea of se- 
curing a simplified contract. Its members 
believe that the Federation’s efforts will 
bear fruit. Already promises of the elim- 
ination of objectionable features have been 
made. ; 

The committee reported that Repair Week 
had been discontinued and that the sub- 
jects of C. O. D. shipments and wrapping 
and insurance charges were still under con- 
sideration. 

The subjects of wrapping and insurance 
charges, delayed invoices and C. O. D. ship- 
ments were not discussed by the convention 
for lack of time, but on motion were re- 
ferred to the resolutions committee with in-— 
structions to report the strongest resolu- 
tions that had ever been written on these 
subjects. | 

Contract Reform 


In connection with the discussion of con- 
tracts, following the report of the trade 
relations committee, reference was made 
to the failure of most of the manufacturers 
to make a distinction between dealers who 








do all of the selling and experting of ma- 
' chines and those who depend on the manu- 
facturers for-help both in selling and ex- 
perting. It was the sentiment of the con- 
vention that the former are entitled to bet- 
ter prices, or suitable discount from regular 
prices. The so-called non-service contract 
was mentioned as a solution of the problem. 
This form of contract was enthusiastically 
endorsed by a number of the delegates. 

Further discussion of contracts led to the 
question of territory and quantity discounts. 
It was the sentiment of the convention that 
every dealer should have a well-defined ex- 
clusive territory for the sale of the lines 
handled. It was also the consensus that 
quantity discounts: as given in the tractor 
trade should be discontinued and prices de- 
termined in accordance with the service 
rendered by the dealer. 

Referring to exclusive contracts it was 
stated by one delegate that while manufac- 
turers can grant the exclusive sale of their 
line in a given territory, they cannot pre- 
vent agents in other territory from tres- 
passing, and that it is folly for any dealer 
to expect a manufacturer to protect him 
from the encroachment of other dealers. 


Program Suggestions 


Chairman Wherry of the committee on 
program suggestions for the conventions of 
constituent associations submitted a report 
with the following recommendations: 

Singing led by a competent leader. 

Feature address by a well-posted financier 
who can give a dependable forecast of finan- 
cial outlook for 1922: one by a representa- 
tive of the farm bureau or state agricul- 
tural college, and one by a speaker who 
can discuss the dealers’ part in the work 


of reconstruction. For the latter T. N. Wit- - 


ten and Curtis M. Johnson were recom- 
mended. 

Report of Federation meeting by the va- 
rious delegates, assigning to each one part 
of the proceedings. 

Full time to the question box, 
though a night session be necessary. 

Discussion of various topics bearing on 
the trade, including price reductions, can- 
celation privilege, guaranteed prices, wrap- 
ping and insurance charges, C. O. D. ship- 
ments, contract reform, twine trade, group 
meetings freight rates, canvassing and de- 
livering, better accounting methods and 
farm bureaus. 2 

The committee laid emphasis on its rec- 
ommendation in regard to group or district 
meetings, freight rates, canvassing and de- 
time be given to discussion of this proposi- 
tion. It also emphasized the importance of 
better accounting methods and asked the 
Federation to take steps that will lead to 
the adoption of a simple but effective ac- 
eounting system for implement dealers. 


even 


Miscellaneous Business 


The subjects of canvassing and delivering 
had been placed on the docket by request 
of one of the constituent associations and 
were discussed briefily. There was a divi- 
sion of opinion on both subjects. The con- 


sensus was that these propositions do not 
involve any general trade principle because 
of the varying conditions in different locali- 
ties, and that the questions must be an- 
swered by each dealer for himself. 


The official board asked and obtained 
permission from the Federation to shorten 
the name of the organization by eliminat- 
ing the word ‘Vehicle,’ which, as one del- 
egate remarked, had already been elim- 
inated from the trade by the automobile. 


The by-laws were amended to provide 
for an advisory committee to consist of all 
past presidents who are still actively en- 
gaged in the farm equipment trade. 

Another amendment adopted provides that 
a retiring president may be placed upon 
the official board for one term of three 
years. 

A telegram was sent to T. H. McGeorge, 
secretary of the Indiana association, de- 
ploring his illness and expressing the hope 
of the members for speedy recovery. 

Telegrams were also sent to F. R. Seben- 
thall of Wisconsin, who was absent on ac- 
count of jury service, and Fred. P. Watson, 
president of the Mississippi Valley associa- 
tion, who was prevented from attending by 
a death in his family. 


JOINT SESSION WITH SALES 
MANAGERS 


Two hours of the second convention day 
were spent in joint session with the Sales 
Managers’ Department of the National Im- 
plement and Vehicle Association. The pro- 
gram provided for three addresses on the 
following topic: ‘‘What Has 1922 in Store 
for the Farmer, the Dealer and the Manu- 
facturer?” J. D. Hollowell, chairman of the 
sales managers’ department, presided. 

The first speaker was Senator A. A. Doerr 
of the Western association, who had been 
chosen by the Federation to represent the 
dealers. Following is the text of Mr. Doerr’s 
remarks: 


From the Dealer’s Angle—By A. A. Doerr 


“To discuss the problems with you today 
which face the dealer for 1922 is my pur- 
pose here. At a round table meeting that we 
had yesterday in which the members from 
the various states and the various organiza- 
tions participated, in that discussion there 
was not much to cheer and to encourage the 
dealer in view of the business situation for 
1922. There was more gloom than sunshine, 
and’ that is but natural, after passing 
through a period of depression; that is but 
the psychology of the situation; that is but 
the effect that it has upon mankind, upon 
human nature, but as the sun begins to shine 
and conditions begin to change, we rapidly 
see the dawn of the new day, and then go 
to work with might and main with force and 
energy to recoup the losses that were in- 
curred during the period of depression. 


“Now there is no use of us kidding our- 
selves that conditions look favorable for 
the future. If I were to say that 1922, from 
the dealer’s viewpoint, was going to be a 
year of progress, a year of money-making, 


I would not be true to my own convictions 
nor the conviction of the men for whom I 
speak today, representing so many states. 

“What has brought about this period of 
gloom and depression is the thing we are 
interested in. We all know what it is, and 
yet we like to talk about it. It was simply 
the depreciation in the prices of the farm- 
er’s products. 

“The basic industry of our country is the . 
farm. We all must concede that. All wealth 
starts from the farm. As the farmer mar- 
kets his products and puts those products 
into money value, then he takes that money 
value, and he trades it or exchanges it for 
the commodities that you manufacturers 
produce. The government statistics show 
that the farm products for 1920 were mar- 
keted for five billion dollars less than the 
farm products were marketed for the year 
1919. Now what does that mean from the 
business man’s viewpoint? hat is the 
phase we are interested in. What does that 
mean to the business man? A shrinkage 
in the money value of the farm products 
of five billion dollars? There are in the 
United States today about six million five 
hundred thousand farmers. A shrinkage in 
the money value or exchange value of the 
farm products for 1920 of five billion dollars 
means that five million of the six million 
five hundred thousand farmers had one 
thousand dollars each less to invest in the 
commodities or the products that you men 
produce, or had that much less money with 
which to liquidate their obligations at the 
store and at the bank. 


“Now, that is the fundamental cause that 
has brought upon us this depression. The 
shock hit the farmer with a fury that was 
unbelievable. No man could make us be- 
lieve, as business men, politicians, or states- 
men, that with the amount of money now 
in circulation, with the amount of currency 
afloat, that prices could fall rapidly. Every 
man in the entire country kidded himself 
with the idea that when prices would begin 
to decline they would decline gradually, a 
gradual decline would take place to which 
every man could adjust his business. 

“But the unforeseen has happened, the 
shock upon us, and the nation is suffering 
the consequences. A great number of our 
farmers were practically bankrupt. They 
marketed their 1920 products and paid their 
overhead, which was enormously high in 
1920, as every man who comes in contact 
with the farmer knows. Consequently, when 
that crop had to be marketed at the tre- 
mendous shrinkage in money value, it left 
nearly every tenant farmer a bankrupt. He 
couldn’t pay his store bills, his banker, and, 
being unable to do that, gentlemen, how 
could he buy goods? The result was that 
the farmers ceased buying. 

“Now, I am not very much in sympathy 
with the idea that there was a well or- 
ganized farmers’ strike. In certain sections, 
certain localities and with certain individ- 
uals that was probably true, but my expe- 
rience with the farmer is just a little 
different. When a man hasn’t the money to 


buy and hasn’t the credit to buy with, in 
the name of Heaven who wants to sell him? 
Certainly there are isolated cases where 
farmers could buy and because other prod- 
ucts didn’t tumble as the ‘farmers felt 
they should, they refused to buy. 


“But, gentlemen, there is one great mis- 
take we think was made. We dealers be- 
lieve we foresaw the light even with a 
clearer vision than you manufacturers. A 
year ago when that phenomenal drop in 
agricultural prices took place, the price of 
implements went up. The psychological ef- 
fect of that advance, gentlemen, was such 
as no man can fully explain. It absolutely, 
for the time being, upset our farmer-cus- 
tomers. Every man that you met was dis- 
cussing the situation, and if you argued 
with him, the fight was on. He knew he 
was right and you were wrong. No reason 
why his products should shrink and shrink 
and shrink and nothing else follow. He 
knew that such a situation would have to 
be adjusted before he could buy or would 
buy. 

“And now, for the business world to get 
back to a normal condition is the problem 
we are interested in. We must take our 
losses as the farmer has taken his. Stocks 
on hand must be liquidated just as the 
farmer had to liquidate his products at 
market value. Stocks in the hands of the 
retail implement dealers must be _ liqui- 
dated, and will be liquidated, with losses. 
Stocks in the manufacturers’ hands likewise 
must be liquidated, and at losses if business 
is to revive, for with the present market 
price of farm products the farmer, after 
paying his overhead, which is yet high, will 
have no money with which to buy farm 
equipment at prevailing prices. 


“T am informed that the trade press has 
announced there would be reductions in the 
price of farm implements and farm equip- 
ment from 10 to 20 per cent. I did not 
read the article, therefore do not know what 
manufacturers it had reference to, but, gen- 
tlemen, you haven’t begun to scratch the 
situation. Gentlemen, that will never ap- 
pease the farmer. That will not reduce 
prices to a basis where the farmer, with 
the present market value of his crops, will 
be able to buy farm equipment in quantities 
sufficient to revive trade. 


“The thing that I feel should be done, 
and the thing that eventually will be done, 
is that prices must decline in harmony 
with what the farmer is able to get for his 
products; then he Will begin to buy, and 
it is then when business revives, when men 
begin to buy goods, that we are going to 
be able to recoup our losses. We can only 
recoup our losses by a turnover. True, it 
is hard and difficult sometimes to take 
losses, but we cannot get back the money 
we have lost until we sell goods, and: we 
cannot sell goods until the farmer is in a 
position to buy. : 

“The 1921 crop which is being marketed 
now is also, as you know, marketed ata 
considerable loss over the 1920 crop. It 
would run into billions of dollars if an esti- 


’ levels. 


mate were made of it. Upon that crop, 
also, the overhead to our farmers is very 
heavy. There has been very little reduc- 
tion in labor costs. The labor costs to the 
farmer are very nearly as high as they were 


‘in 1920. There have been some reductions, 


but they have not been in harmony with the 
price that the farmer was compelled to 
take for his products. Farm products today 
are in many instances way below. pre-war 
The recent welcome advance in the 
price of cotton, the crop of the south, is 
beginning to stimulate business there just 
as it would in our state if wheat and corn 
and oats and live stock and every other 
commodity that we have to market would 
take a rapid advance. 

“The unstable market following harvest 
is another factor that upsets all calculations 
of farmers and dealers alike. Take for ex- 
ample the wheat country of which I speak 
particularly at this time. On the first of 
August, this year, wheat was selling in my 
territory around a dollar a bushel; fifteen 
days later the price went down to eighty 
cents. On the first day of August 5,000 
bushels of wheat threshed and in the bin 
were worth $5,000; on the fifteenth day of 
August that crop of wheat was worth vir- 
tually only $4,000. We dealers had gone out 
and solicited business, and had a lot of pros- 
pects worked up, but with the fluctuating 
market a thousand dollars shrinkage in the 
value of that commodity in fifteen days’ 
time, how can you expect to sell? That is 
one of the baneful influences that the im- 
plement dealer must deal with every year. 
In every grain growing section immediately 
following harvest our crops fluctuate in mar- 
ket value. That is one of the evils that we 
see under our present marketing conditions, 
and it is one of the evils that every business 
man and every manufacturer should cooper- 
ate earnestly with every farmers’ organiza- 
tion and endeavor to remedy if it is at all 
possible to do so. 

“Now, gentlemen, as I stated, the reduc- 
tions announced on implements are not in 
harmony with what we, as dealers, have 
had a right to expect. The reductions are 
not in harmony with the reductions that the 
farmer expected. We may be unreason- 
able in our viewpoint, we may be unrea- 
sonable in expecting undue reductions. It 
might be that it would upset the business 
world or bring on a greater catastrophe 
than the one that we have gone through, 
or are facing, but. the point that I am try- 
ing to make is this, that values must come 
upon a common level, that the values placed 
by the manufacturer, the dealer, and the 
farmer must be equitable, and when the 
farmer can interchange his products for the 
commodities of the manufacturer at an 
equitable valuation then we, as dealers, can 
begin to function, and when that time ar- 
rives, implements will move once more from 
factory to the farm.” 


As Seen by Farmers—By Chas. Gunnels 


Agriculture was represented on. the pro- 
gram by C. E. Gunnels of the American 
Farm Bureau Federation. Mr. Gunnels’ ad- 


dress was built around the theme that a 
return to normalcy is essential for a revival] 
of business. He pictured the farmer just 
as desirous of this change being effected as 
either the manufacturer or dealer. How- 
ever, he was careful to explain that “nor- 
malcy” and “pre-war basis’ are not neces- 
sarily the same and expressed as_ his 


individual opinion that when an equitable ; 


basis of exchange is finally established 
prices will be on a higher level than was 
the case in 1918. The increase in the vol- 
ume of money and credit was the basis for 
this belief. 


Discussing the fundamental causes of 
present conditions Mr. Gunnels cited sta- 
tistics to how that while agricultural pro- 
duction has been maintained the production 
of manufactured commodities has fallen off, 
leaving the farmer at a disadvantage in ex- 
changing that which he produces for what 
he purchases. The farmer’s economic posi- 
tion was illustrated by the index figures of 
standard commodities for August, 1921, as 
prepared by the U. S. department of labor. 
This shows farm products at the bottom 
of the list with an index number of 118 and 
closely followed by metals at 120. In dis- 
cussing these relations as-related to the 
implement industry Mr. Gunnels said: 


“No doubt there are available to sales 
managers of the implement and vehicle fac- 
tories figures which will show the- produc- 
tion of the products you are selling for this 
period, so that you can place your com- 
modities in relation to the figures just given. 
If you are seeking to sell the same quantity 
of implements that. you sold prior to, or 
during the war, I think we have shown that 
it will be necessary to price them in such a 
way that approximately the same quantity 
of wheat or the same quantity of any given 
product will buy as much as it would buy 
before or during the war. We must come 
back to a fixed relationship, which is what 
we mean by normal. The amount of dollars 
and cents involved is not the deciding fac- 
tor, it is the amount of commodity required 
in an exchange transaction that determines 
whether or not we have reached a standard 
that we have previously come to regard as 
normal.” 

As labor is a most important factor in 
this situation both as affecting the cost of 
production of manufactured articles and the 
market for farm products, the speaker de- 
voted considerable attention to this phase - 
of the problem. He recognized the natural 
desire on the part of the worker to: main- 
tain a high rate of wages, but pointed out 
that a high rate and little employment is 
not as desirable as a lower rate and more 
employment. On this situation Mr. Gunnels 
said: ‘Will not the business man and the 
worker both gain by meeting each other half 
way? A lower wage which he is receiving 
will make the worker more prosperous thant 
a higher rate which he is not receiving. 
The manufacturer in turn will be benefited 
by the active operation of his business. ° Is 
he ready to be as generous as he can with 
the worker, perhaps willing to start his plant 





on.a very narrow margin of profit realizing 
that as industry in general gains impetus 
the welfare of all will be enhanced?” 

In discussing briefly problems on which 
the implement industry and the American 
Farm Bureau Federation can work in com- 
mon Mr. Gunnels mentioned standardization 
of farm equipment, adequate financial credit 
for the farmer, orderly marketing of farm 
products and better roads. In closing Mr. 
Gunnels said: 

“Questions have been asked regarding the 
business policy of the American Farm Bu- 
reau Federation. As an organization it is 
not planning nor was it built with the 
thought of entering directly into commer- 
cial activities. It does feel that the farmer 
must sell his products in a more efficient 
manner than at present. This is a prerequi- 
site to his ability to buy, and we believe 
that there is a tendency at present to over- 
man the service stations of the country. 
I refer to the so-called middleman of the 
average community. We do not want to de- 
stroy them; we want them to strive for 
efficiency, to operate with as few individuals 
and at as small a cost as is consistent with 
adequate service. The farmer is more in- 
terested in organization to sell efficiently 
than he is in organization for the purpose 
of buying. It does not pay him to take the 
time and energy to organize cooperative 
stores, ete., if the centers that serve him 
are functioning properly.” 


The Manufacturers’ View—By Finley P. 
Mount 


The manufacturers were represented by 
Finley P. Mount, president of the Advance- 
Rumely Co. Mr. Mount took for his text, 
“Nineteen twenty-two has in store for us 


just what we put into it—no more, no less.”- 


Mr. Mount pictured the road to normalcy as 
paved with hard work and deplored the 


' prevalent tendency to “pass the buck.” 


® 


“We have found,” said he, “that we can- 
not argue ourselves out of this condition 
any easier than we can lift ourselves over 
the fence by our own boot straps. We have 
found, or at least are finding, that the rem: 
edy has been right under our feet all the 
time, and the fellow who showed us the way 
to this remedy is the farmer himself; and 
that remedy is ‘quit hollerin’ and go to 
work.” When the farmer finally concluded 
that no vocal effort on his part would bring 
back fancy prices for farm products pro- 
duced at fancy costs he didn’t lie down and 
quit and say it was no use, that he could 
not afford to keep on farming and producing 
food at such low prices, not on your life. 
“The farmer originated the expression 
‘Root hog or die.’ He knows just what it 
means and he began early this year to find 
a way to raise his crops so much cheaper 
than formerly that he will be able to make 
money this year where he lost it last year. 
The farmer has shown himself and the rest 


of the world a great object lesson by lower- 


ing the costs of production and making a 


‘profit in spite of falling prices. For that 


very reason he is going to be an intelligent: 


buyer of farm implements for 1922, for, it 


goes without saying that he is short of farm 
implements and that good equipment is 
synonymous with lower costs. But he is 
going to insist that Mr. Dealer and Mr. 
Manufacturer do the same thing he has 
done, that is ‘Quit hollerin’ and go to 
work.’ ” 

Mr. Mount pointed out that even though 
the farmer, dealer and manufacturer of farm 
implements have taken their losses, reduced 
labor costs and gone to work the job is not 
finished, for there are some things beyond 
the control of these groups which have not 
yet been reduced. He specifically pointed 
out transportation and coal as being too 
high and laid the blame particularly upon 
“a comparatively small but organized group 
of men who insist on all the rest of this 
great nation putting them in a favored class 
under threats of violence to the business 
machinery of the country.” 

Under the query, “Is it possible that the 
automobile man has been fighting a little 
harder or a little more intelligently than 
the implement man?” Mr. Mount cited sta- 
tistics to show that in 1920 the farmer spent 
55 per cent more for new automobiles than 
was expended for all agricultural imple- 
ments combined, and an analysis of a re- 
cent month’s sale of a popular priced auto- 
mobile (not Ford) which showed that of 
the 6,500 cars sold the farmer took 27 per 
cent of this output. He also cited the recent 
census figures which show that 30 per cent 
of the farms have automobiles, 38.9 per cent 
telephones, 10 per cent running water in 
the house, 7 per cent gas or electric lights, 
2 per cent trucks and 3.6 per cent tractors. 
Mr. Mount classified these as conveniences 
and utilities and pointed out that the con- 
veniences ranked higher than the utilities 
in percentages. His conclusion was that 
with the changed conditions the farmer will 
give greater consideration to the purchase 
of that kind of equipment which will bring 
him an immediate money return in lower 
costs. 

No reference was made to the question of 
price reductions, mentioned by Senator 
Doerr when speaking for the dealers. 


FEDERATION RESOLUTIONS 
The convention adopted the following 
resolutions submitted by a committee con- 
sisting of A. A. Doerr, Western association; 
Chas. L. Meach, Michigan; E. B. Raesley, 
South Dakota; H. C. Otterbacher, Ohio, and 
A. E. Randall, Iowa: 


Position of the Farmer 


The aftermath following the war’s period of 
waste. destruction and extravagance is upon 
us. The economic depression is world-wide and 
no country or people have escaped it untouched. 
Our most vitalizing industry, that of agriculture, 
was the first to receive the deadening shock. 
The enormous shrinkage in the market value of 
the 1920 farm products was estimated modestly 
by our government to represent a loss exceed- 
ing five billion dollars. This loss meant ruin to 
millions of farmers and at once forced them 
into the non-buying, non-paying class. ; 

The present 1921 crop will be marketed at pre- 
war level of prices, while the overhead of the 
farmer has been but little reduced. This crop 
will yield but little cash with which to purchase 
new equipment or liquidate outstanding obliga- 
tions. This reduction seriously affects every 
enterprise nation-wide, and will continue to re- 
tard industrial activity as long as the farmers’ 
overhead or cost of production is out of har- 


mony with the market value of his proucts. The. 





purchasing power of the farmer must be in- 
creased either by the decline in value of all 
commodities essential to farm operations or by 
the increased market value of farm products 
before there can be a marked revival in the 
industrial or the business world. 


The implement dealer and manufacturer ali 
must meet this condition, a period of Hauida. 
tion, and greatly reduced values must take place 
in wholesale as well as retail stocks; yes, manu- 
facturers’ costs and farmers’ overhead must 
both be materially reduced before the business 
world can function profitably again. 


As retail implement dealers we resolute 
face our task which is fraught with anneultics 
and financial losses. We welcome a declining 
market in every line of farm equipment in 
harmony with the reduced purchasing power 
of the farmer and in the struggle back to nor- 
malcy we ask no favors. We are willing to 
take our losses as men and bend our energies 


to help set aright the economi iti 
Pigeons: nomic conditions of 


Trade problems arise from time to time and 
to solve them with justice to all concerned is 
Why we are assembled here today in our Fed- 
erated capacity. 


Reducing Stocks 


During the selling season of 1921 implement 
dealers in every section of the country reduced 
stocks as much as possible, frequently at prices 
far below present replacement costs. We be- 
lieve this course should continue, as the coming 
year will bring marked reductions in every line 
of farm equipment. As an organization, we 
favor the policy of reducing our resale prices 
in anticipation of the falling markets, which the 
present financial stringency all over the world 
is bound to bring. We believe the wise warning 
sounded at our last convention, requesting 
dealers to purchase equipment for resale in 
harmony with prudent estimates of their needs 
and their ability to pay, was heeded by dealers 
everywhere, and again we wish to emphasize 
that due caution should be exercised during the 
season of 1922, and purchases absolutely limited 
to the positively known requirements in the 
dealer’s trade _ territory. Implement dealers 
have weathered the storm as well as any other 
class of tradesmen and if prudence in buying is 
exercised during the present period of liquida- 
tion we will be able speedily to recoup our 
losses When conditions become normal. 


Farm Organizations 


To cooperate fully with the various state or- 
ganizations of the American Farm Bureau Fed- 
eration is essential to our mutual progress and 
complete understanding. We request earnestly 
that the members of our constituent associa- 
tions render every degree of helpfulness to the 
farm bureau and kindred organizations in every 
community where the dealer’s assistance is wel- 
come and the organization is operated in har-: 
mony with the plan as outlined and endorsed 
by the United States department of agriculture 
and where such organizations do not endeavor 
to destroy the function of the dealer. Dealers 
should be a part of the membership and join 
whole-heartedly in the study of the marketing 
problems now receiving such serious attentic. 
of the bureau and kindred farmer organizations 
in the hope that in part we may be able to 
check the destructiveness of:a continually fluc- 
tuating market in farm products following the 
harvest period, and this endeavor should re- 
ceive the moral and financial support of every 
interest whose existence and prosperity is co- 
dependent upon the money value received by 
fhe farmers of the nation for their annual out- 
put. 

Freight Rates 


The excessive freight rates now in effect on 
agricultural products is causing so much busi- 
ness depression in our country that we urge 
every delegate present to write his congress- 
man and senators, urging them to use their in- 
fluence to secure the quickest relief possible 
in the reduction of freight on farm products, 
and that our secretary be instructed to write 
the secretaries of constituent associations re- 
questing them to bulletin their members, urging 
upon them the necessity of taking up this 
question with each of their customers in a 
united effort to secure the desired results; also, 
that the support of other organizations includ- 
ing farm bureaus and kindred associations be 
enlisted in a united campaign in order that 
pexieuae may be placed upon a profitabl! 
asis. 

Dealers’ Territory 


Having in mind the interests of the farme 
dealer and manufacturer, with special referenc. 
to good service and satisfactory and permanent 
relations, we again emphasize the importance of 
protecting a dealer in a liberal territory so long 
as he renders the service required by the farmer 
and due the manufacturer. We refer particu- 
larly to tractors, trucks and power farming ma- 
chinery and to insure this protection we: wish 
to emphasize especially that dealers arrange 
for satisfactory territorial lines before contract- 
ing. : te 


Defense of the Dealer 


This Federation emphatically resents and 
characterizes as false and unwarranted, the 
public charges of certain government officials 
and others that the retail 
have held up retail prices after costs have been 
reduced. It is further insisted that the retail 
implement dealers have been taking heavy 
losses since the slump in the price of farm 
products by selling goods at less than replace- 
ment costs. This Federation, representing as 
it does the retailers of farm operating equip- 
ment in this country, insists that further mis- 
representation by government officials’ and 
others in public positions cease and that an 
opportunity be given to show the injustice of 
the statements, heretofore made. 


Wrapping and Insurance Charges 


With keen regret we are compelled to state 
that the wrapping and insurance charges on 
repairs are again put into effect by several 
manufacturers and distributors. This practice 
is objectionable and annoying to dealers be- 
cause the recipient customer, the farmer, re- 
sents the charge. It is a disturbing factor that 
leads continually to friction and ill will be- 
tween the customer and the dealer and the dis- 
tributor, and should be absolutely abolished. 
Dealers contracting with such manufacturers or 
distributors should refuse to sign their con- 
tracts until an agreement is reached eliminating 
all packing and insurance charges. 


Binder Twine Trade 


We believe that the implement dealer’s place 
of business is the logical place from which the 
farmer should; buy kis .twine, and we resent 
the. practics eft-some reputibls matufantinom 
who make the implement dealer their chief 
means of distribution of their line of products, 
but who occasionally sell the same or plain 
tag twine to consumer agencies in competition. 
Likewise, we contend that every implement 
dealer should stock twine commensurate with 
the demands of his trade, as no dealer can fully 
function to the needs of his community without 
so doing. : 

i Cc. O. D. Repairs 


No progress of note has been made within 
the past year toward the elimination of C. O. D. 
repair shipments to dealers of known financial 
responsibility. This objectionable feature is a 
new innovation; it is useful only to discredit 
and humiliate self-respecting dealers. It de- 
stroys the spirit of confidence and good will 
30 necessary to friendly and profitable relations. 

The contract season for 1922 is at hand and 
dealers should endeavor to have this clause 
eliminated. Monthly settlements of repair ac- 
counts should amply satisfy the manufacturer. 
Dealers everywhere are requested to insist upon 
the monthly settlement plan. 


One-Line Contracts 


It is the sense of the Fedération that the re- 
tail implement dealer should retain his inde- 
pendence and his right to buy goods in the com- 
petitive market. We are therefore opposed to 
the ‘‘one line’’ or ‘100 per cent” contract. 


Price-Less Contracts 


We wish to express our due appreciation for 
the discontinuance of the price-less contract on 
farm equipment and trust that the near future 
will see the same policy applied to binder twine 
contracts. 

Tractor and Truck Deposits 


We wish to congratulate many of the tractor, 
truck and automobile manufacturers on their 
having discontinued the deposit feature which 
formerly accompanied their contracts. Wwe 
greatly appreciate their consideration of the 
dealers’ wishes, as the cash deposit formerly 
required was unsound and unfair fronr every 
viewpoint. : 

Delayed Invoices. 

“We are pleased to note the progress made in 
the improved service and wish to sincerely 
thank the manufacturers and distributors for 
giving this branch of their business specific 
attention. We regret, however, that many of 
our friends have failed to give this matter any 
consideration, but we express the hope that 
during the coming year they also will greatly 
improve this service so that in the future there 
will be but little room for complaint on account 
of delayed invoices. 


Instructions to the Committee on Trade 
Relations. 


Our trade relations committee is hereby in- 
structed to confer with the manufacturers’ com- 
mittee, or where necessary with the manufac- 
turers direct in our endeavor to correct and 
solve the following practices which as they are 
conducted today are disturbing factors in our 
business relations: 

1. Discount should be allowed dealers who 
do not hold contracts but who order repairs as 
a matter of service to their customers. 

2. Endeavor to secure the elimination of 
Cc. O. D. repair shipments to responsible dealers 
and have repair account settled monthly. 

3. Assist dealers in having manufacturers 
discontinue wrapping and insurance charges. 


implement dealers. 


4. Endeavor to secure the eliminatio 


‘ e 
shipment of plain tag twine by reputable rORSVERSETY: OP. PLL 
facturers in competition with their well-kn , 


standard brands. 


5.- Secure for contract dealers who stock re- | 


pairs, the regular discount on all repair parts 
shipped direct to customers in their territories. 

6. To cooperate earnestly with the American 
Farm Bureau Federation and all other organiza- 
tions striving to secure the very needed reduc- 
tion in freight rates. 

7. To secure as far as possible a modifica- 
tion of the plan of some manufacturers who 
endeavor by verbal understanding to hold dealer 
to absolutely “one line’’ or ‘100 per cent’’ 
agreements, . 

8. That manufacturers be requested to place 
every requirement demanded of the dealer in 
the written contract and that salesmen be for- 
bidden to demand verbal requirements. . 

9. To impress upon all manufacturers the 
necessity of better service on repair as well as 
stock invoices, in order that the dealers may be 
protected from the losses they now are com- 
pelled to assume. 


Mutual 
We take pleasure in extending a cordial in- 


Insurance, 


vitation to implement and hardware dealers in __ 


every section of our country to patronize one or 
more of the hardware and implement mutual 
insurance companies organized under the juris- 
diction of our various constituent associations. 
Dealers’ insurance cannot be placed in better or 
safer companies. They are sound, solvent and 
very economically administered, as the remark- 
able dividend returned to all insuring dealers 
har. *estified year after vear. 


Group Meetings. 


_ We favor the policy of our constituent organ- 
ization holding group meetings in various sec- 
tions of their territory and in charge of the 
officers of the organization. These group meet- 
ings will bring about a better understanding 
among dealers and give an opportunity to solve 
such problems as may arise in their immediate 
trade territory. Likewise it will bring the or- 
ganizations’ usefulness to members who cannot 
attend the regular conventions. 


Waterways. 


We wish to go on record as being in favor 
of the improvement of our great internal water- 
ways. We believe that it would make the dis- 
tribution of foodstuffs and other commodities 
more economical and would be a great stimulus 
to business in general. 


Acknowledgments, 


The trytng year just passed has brought to 
the foreground in the dealers’ cause many 
trusted and helpful friends. Among these the 
trade press deserves our particular commenda- 
tion. It has championed every just cause in 
which our organization is interested and greatly 
assisted in the solution of our problems by the 
wide publicity it has so generously given. Our 
Federation graciously acknowledges their un- 
selfish devotion to the dealers’ cause and we 
wish to thank them, our friends, again and 
again. 

We also wish to thank the Sales Managers’ 
Department of the National Implement and 
Vehicle Association for the kindly consideration 
given us. The courtesies extended are greatly 
appreciated and we hope ever to merit their 
confidence and good will. 

The: Federation keenly appreciates the effi- 
cient services of its capable secretary, H. J. 
Hodge, and our president, L. F. Wolf, who have 
so wisely guided the affairs of our association 
during the past year. 

The official board and the trade relations com- 
mittee, those must faithful working units, are 
hereby tendered our warm expressions of good 
will for work so well done. : 


Federation Delegates. 
Following is a list of the associations 


represented and the names of the delegates: 


Illinois Implement Dealers’ Association: 
W. L. Derry, Vermont; S. E. Dillavou, Cham- 
paign; J. A. Montelius, Piper City; Jacob Arm- 
bruster, Yorkville; R. E. McKenzie, Tampico; 
A. R. Keeler, Altona; C. B. Sikking, Springfield. 


Iowa Implement Dealers’ Association: Matt 
Conway, Creston; A. E. Randall, Iowa City; 
BH. P. Armknecht, Donnellson; T. F. Wherry, 
Des Moines; J. H. Hager, Waukon. 


Indiana Implement. Dealers’ Association: 
Geo. P. Wagner, Jasper; G. L. Maxwell, Val- 
paraiso; W. O. Scott, Milford. 


Kentucky Hardware and Implement Dealers’ 
Association: 
Tilton, Carlisle; J. M. Stone, Sturgis; T. J. Tur- 
ley, Owensboro. : 

Michigan Implement Dealers’ Association: 
Chas. .-L. Meach, Lakeview; Ernest Paul, 
Pigeon; L. F. Wolf, Mt. Clemens; F. W. Patch. 
Marcellus; R. S. Jennings, Howard City; J. F. 
Hayden, Cassopolis; F. L. Willison, Climax; Roy 
Krondyke, Kalamazoo; Arthur A. Martini, Sebe- 
waing; C. L. Glasgow, Nashville. : 










H. A. Lowery, Litchfield; J. W. — 






Dealers’ Association: 


1 romsburg, Neb.; J. M. 
Elwell, Springfield, Neb.; C. E. Gallagher, Cole- 
ridge, Neb.; Tunberg; Hooper, Neb.; 


Jacob Bender, Sutton, Neb.; 


James Wallace, 
Council Bluffs, Iowa. : 


Bee ee gamba Sota ocr 
ee A TRERS, ~- Winnebago; p . Buxton, 
Owaton £2 A diaee 18 ir. Johnson, Rush City; G. A. 
Meyer, Lake Elmo; O. M. Thurber, Owatonna; 
C. D. Gustafson, Thief River. r 


Mississippi Valley Implement Dealers’ Asso- 
ciation: F. E. Goodwin, Kirkwood, Mo. — 


North Dakota Implement Dealers’ Association: 
George E. Berg, Kensal; R. A. Lathrop, Hope. 


Ohio Implement Dealers’ Association: H. C. 
Otterbacher, Wellington; J. H. Goldecamp, Lan- 
caster; Stanley M. Sellers, Lebanon. 


South Dakota Implement Dealers’ Association: 
E. B. Raesly, Carthage; W. W. Barnard, Mitch- 
ell; C. J. Bach, Sioux Falls; M. D Thompson, 
Vermilion; E. C. Barton, Vermilion. 


Western Retail Implement and Hardware As- 


sociation: M. A. Wengert, Kansas City. Mo.; 
JAS A. Doerr, Larned; Kani) o. Jo. Flodge, 
Abilene, Kan.; E. C. Hood, Pittsburg, Kan.; 


C. O. Hitchcock, Hutchinson, Kan.; T. N. Wit- 
ten, Trenton, Mo.; W. E Haynes, Emporia, Kan. 


Wisconsin Implement Dealers’ Association: 
EK. W. Robbins, Eau Claire; J. W. Christensen, 
Berlin; R. G. Nuss, Madison; D. W. Allaby, 
Mauston; J. T. Timmers, Kaukauna; F. E. 
McKichan, Fennimore; Wm. Victora, Muscoda. 


Secretaries’ Conference | 
The National Association of Implement 


Association Secretaries held its annual con- 
ference in Chicago, Oct. 3 and 4, to discuss 


matters pertaining to the work of its mem- 


bers. 

The conference declared in favor of group 
or district meetings of the various state and . 
interstate implement associations. The sen- 
timent was in favor of three or four meet- 
ings to be held in different parts of the state 
or association territory prior to the annual 
convention. Other acts of the conference 
were as follows: 


Asked the National Federation to use its 
influence to induce all constituent associa- 
tion to employ full-time secretaries. 


Discussed and referred to the National 
‘Federation for investigation a proposition to 
publish a monthly bulletin. 

Voted in favor of admitting traveling sales- 
men for farm equipment manufacturers and 
distributors as associate members of imple- 
ment dealers’ associations. 2 

Asked the official board of the National 
Federation to arrange a plan whereby ques- 
tions involving the territorial lines of inter- 
state associations be settled amicably. 

The assembled secretaries listened to a 
highly interesting and instructive address 
by R. H. Faxon of St. Louis. Mr, Faxon is 
secretary of one of the most important as- 
sociations in the country, the Mississippi 
Valley Association, an organization which 
embraces agriculture, finance, industry and 
transportation in the great Mississippi val- 
ley. From an experience of many years in 
secretarial work he gave the conference @ 
wealth of suggestion and advice. 

C. J. Bach, secretary of the South Dakota 
association, was elected president of the 
secretaries’ body for the ensuing year, and 
J. H. Goldcamp of the Ohio association was 
chosen vice-president. T. F. Wherry of the 
Iowa association was re-elected secretary- 
treasurer. 
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Reported by C. A, Lukens, 
Editor Farm Implement News 

The twenty-third annual convention of 
the National Federation of Implement 
Dealers’ Associations was held in Chicago, 
Oct. 18, 19 and 20. Sixteen constituent as- 
sociations and one organization whose ap- 
plication for membership is pending were 
represented by sixty-seven delegates. The 
attendance established a new record in 
numbers of associations represented and 
equalled the highest record in number of 
delegates. 

The interest of the dealer in the position 
ot the farmer and the determination to 
use the influence of the Federation to im- 
prove conditions affecting the men who 
till the soil were in evidence throughout 
the proceedings, as they were during the 
convention a year ago. 


The Federation emphasized its previous- 
ly expressed views on the work of the 
American Farm Bureau Federation and ex- 
tended a warm welcome to J. R. Howard, 
president of that body, when he addressed 
the convention. The importance of the 
work being done by the great farmers’ or- 
ganization was set forth in a report by T. 
J. Turley, who represented the implement 
dealers’ national organization at the 1921 
convention of the farm federation. By res- 
olution and by discussion implement deal- 
ers everywhere were urged to cooperate to 
the fullest possible extent with the men in . 
charge of local farm bureaus in all of their 
constructive endeavors to advance the wel- 
fare of the farmer. 

The Federation made a special plea for 
reduction in freight rates on farm products 
during the present crop-moving season, con- 
tending that a temporary reduction to the 
pre-war level is necessary to enable farm- 
ers to market their products with a profit 
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and. to prevent the abandonment of some 
crops which, under present conditions, are 
bringing too small a return to justify har- 
vesting. 


Reports submitted by delegates in re- 
gard to the trade outlook indicated the be- 
lief that conditions are improving and that 
the implement business of 1923 will 
be larger than that of the present year. 
This was the consensus of the views ex- 
pressed by dealers representing every sec- 





Stanley M. Sellers, Lebanon, O. 
a President National Federation of Implement 
x Dealers’ Associations 
= tion covered by associations affiliated with 
‘ the Federation. 
\ Memorial to Deceased Members. 
a ; 


The first act of the convention was to pay 
. tribute to the memory of three prominent 
members who had passed away since the 
>) 1921 meeting. These were W. L. Derry 
of the Illinois association, T. H. McGeorge 
of the Indiana association and Frank K. 
Allen of the Western association. Secre- 
‘~ tary Hodge in making formal report of the 
< passing of these members spoke in glowing 


4 
terms of their character and work and: de- 
plored the great loss sustained by the Fed- 
eration, the associations with which the de- 
cedents were identified and the imple- 
ment trade in general. 

Tribute to the worth of the decedents 
was also paid by T. J. Turley, BE. P. Arm- 
knecht and Geo. P. Wagner, and at the 
suggestion of President Lathrop the dele- 
gates stood in silence for a moment as a 
mark of respect. 


Stanley Sellers Chosen President 


Stanley M. Sellers of the Ohio associa- 
tion was advanced from the position of 
vice-president to the presidency of the Fed- 
eration; and lest this action remove Mr. 
Sellers from the Trade Relations Commit- 
tee, the members which are chosen by the 
president, the convention by motion asked 
that he be retained as a member of that 
important committee. 

For vice-president the Federation chose 
Thomas N. Witten of Trenton, Mo., who 
has been one of the delegates from the 
Western association for a number of years. 
Mr. Witten is known from coast to coast 
as an eloquent advocate of all construc- 
tive measures for community betterment 
and the advance of agriculture. 

R. A. Lathrop, retiring president, Hope, 
N. D., C. R. Peters, Winterset, Ia., and H. 
P. Watson, Mt. Vernon, Ill., were elected 
directors for full terms, and E. C. Barton, 
Vermilion, S. D., was chosen for a _ two- 
year term to fill a vacancy. 

Following the convention the directors 
‘reappointed H. J. Hodge of Abilene, Kan., 
secretary-treasurer, in which capacity he 
has served the Federation since it was or- 
ganized twenty-three years ago. 

On assuming the duties of president Mr. 
Sellers announced the appointment of the 
following members of the Trades Relations 
Committee: E. P. Armknecht, Donnellson, 
Ia., chairman; A. A. Doerr, Larned, Kan., — 
- R. G. Nuss, Madison, Wis., and Geo. P. 
Wagner, Jasper, Ind. Mr. Wagner suc- 
ceeds T. J. Turley, who has retired from 
the implement business. Mr. Sellers also 
remains a member of the committee by 
action of the convention as already re- 
ported. 

President’s Recommendations 


President Lathrop, on opening the first 
session, spoke of the various activities that 


have claimed the attention of the organiza- 
tion during the past year and declared that 
the committee and conference work dur- 
ing the year had been of greater impor- 
tance than at any time in recent years if 
not the most important in the history of 
the Federation. Among the activities men- 
tioned were the following: Sending dele- 
gates to the National Farm Conference at 
Washington; the freight reduction hearing 
conducted by the Interstate Commerce Com- 
mission; the annual convention of the 
American Farm Bureau Federation, and the 
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joint conference on implement standardiza- 
tion and elimination, at which representa- 
tives of the manufacturers’ association and 
the American Farm Bureau Federation were 
also present; the conference on retail stores 
with executives of the International Har- 
vester Co., and the conference with the 
Dealers’ Association Committee and the 
Ensilage Department of the National Asso- 
ciation of Farm Equipment Manufacturers. 

President Lathrop recommended consid- 
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eration of the publication of a book of in- 
formation dealing with sound business prac- 
tices in the retail field; the expansion of 
service rendered by the constituent associa- 
tions, and the sounding of a warning on the 
methods of promoting business adopted by 
some of the manufacturers. He urged that 
special efforts be made to reach’the goal 
of 100 per cent membership in the constit- 
uent associations and emphasized the im- 
portance of striving constantly for greater 
efficiency along definite constructive lines. 


Report of Secretary Hodge 


Following the president’s remarks Secre- 
tary Hodge presented his annual report 
with recommendations which were referred 
by motion to the resolutions committee. 
The most important parts of the report 
follow: 


Somewhere in the Good Book it says of 
man that “as he thinketh in his heart so 
is he.’ This is not a place for a sermon, 
but it is a place for conference that we may 
gain a clearer understanding of the position 
of our business interests and the outlook 
for the coming year. As important in the 
merchant’s. or manufacturer’s attitude as in 
the behavior of the individual is the great 
truth that ‘fas he thinketh in his heart” so 
does he face the world. Hither he grasps 
the problems courageously and _ intelligently, 
or he surrenders to discouraging factors ac- 
cording to his mental and moral fibre. . It 
has been difficult during the past two years 
to hold to courage—you know that—yet when 
we consider that the United States has taken 
a place as the creditor nation of the world, 
that it holds the larger portion of the world’s 
gold, that it is the only nation on earth 
standing firmly on its own feet, we as citi- 
zens of this country should possess faith in 
its destiny. If there have been clouds in 
our sky they have been but mist compared 
with those that have hovered, and still hover, 
over the business interests of every other 
nation. Let us at the beginning resolve to 
count our blessings and think in our hearts 
with faith and patriotism. 

He is indeed a pessimist who cannot dis- 
cern betterment in the nation’s conditions in 
the past year. Slowly and steadily we are 
emerging from our financial depths. We en- 
tered through the gate of extravagance; we 
are departing through the narrow path of 
economy. The duty of today is to face 
frankly conditions as they exist and as they 
pertain to association activities. 


The Problem of the Dealer 


Foremost in this discussion today must 
come consideration of the dealer, the man 
out in the little country town who is try- 
ing to make a living for himself and his 
family by selling to farmers farm imple- 


ments and hardware. He has traveled a 
thorny path; sales have been few, collec- 
tions slow, various factors in his purchase 
of stock and repairs have irritated him. All 
over the producing country dealers are get- 
ting out or trying to get out of the busi- 
ness. They are needed; they are managers 
of experience and have been able to “carry 
on’ through the severest days of depression, 
The poorest policy for the trade imaginable 
would be to have this established army of 
dealers succeeded by amateurs, changing 
from year to year and using the business as 
an experiment rather than a life work. The 
stability of the implement trade as a whole 
depends upon the stability of the men who 
retail the stocks to the actual consumer. 
There is where lies the sound basis of suc- 
cess—not with the wholesaler or the jobber, 
but with the tens of thousands of dealers 
in the field. 

As a whole the business appeals to them, 
barring little obstacles in their pathway 
which manufacturers are in a position to 
remove, but when for an indefinite period 
reasonable requests of dealers’ associations 
go unheeded by so many manufacturers it 
creates dissatisfaction and discouragement. 
Manufacturers sometimes intimate that deal- 
ers’ associations make mountains out of mole 
hills. Such a charge cannot be substantiated, 
for no concession has ever been requested 
th. demand for which did not come from all 
associations with a spontaneity which should 
emphasize its importance. 


Associations’ Just Demands 


Taken as a whole no better class of men 
is engaged in any line of merchandising than 
constitutes the personnel of those engaged in 
selling agricultural implements. The _ busi- 
ness itself brings out every latent talent a 
man possesses. It is to the interest of ev- 
ery branch of the implement trade, and to 
the banker as well, that this high standard 
be maintained. Dealers’ associations are do- 
ing everything possible to this end and have 
never asked for and been granted a conces- 
sion which did not in the ultimate analysis 
benefit the manufacturer as well .as_ the 
dealer. Certainly no one wishes to see a 
general exodus of the very class of dealers 
who constitute the backbone of the trade. 

Manufacturers, by giving as close attention 
to the welfare of the dealer as they think 
the dealer should give to that of the farmer, 
will secure such a degree of cooperation and 
build up such a loyal clientele that the num- 
ber retiring from the business simply be- 
cause of little annoyances will be negligible. 

The foregoing, I wish it understood, does 
not apply to all manufacturers, for some of 
the largest concerns are giving the dealers 
all they can reasonably ask; but the fact 
remains that too large a number have yet 
to learn that their success lies in the success 
of their customers. Every dealer desires to 
see the manufacturer prosper but believes 
that one of the essentials to success is full 
and just recognition of the dealers’ rights. 


He also believes that the retail trade be- 
longs to the retail dealer and that the man- 
ufacturer who obtains the dealers’ trade any- 
where should protect it everywhere. 


Manufacturers Have a Duty 


You have come here as the representatives 
of the farm equipment dealers of the princi- 
pal agricultural section of this country. You 
are all actively engaged as distributors and 
know the disturbing condition into which the 
business has drifted. You have your own 
ideas of what the dealer must do to protect 
his trade and what considerations should be 
shown the dealer by the manufacturer. You 
know for which conditions the dealer is re- 
sponsible and which you place at the door 
of the manufacturer. You should give this 
convention the benefit of your judgment so 
that plans may be formulated and recommen- 
dations made to your constituents that will 
enable them so to conduct the business of 
1923 as to make it profitable and not beset 
with the hazards which have characterized 
the past two years. 

If you agree with me, then let us have 
a full and frank discussion of this, the most 
important subject we have come here to con- 
sider. Be ars willing to call attention to the 
shortcomings of one branch of merchandis- 
ing as to the other. The-struggle for busi- 
ness has been a strain on the trade prac- 
tices which obtained during more prosperous 
times. When dealers were sending orders to 
the limit of the factories’ capacity: no occa- 
sion existed for seeking trade outside of 
regular channels or for practicing unbusi- 
nesslike methods, but when trade became 
slack, as it has been since the spring of 
1921 and inventories were moving slowly, the 
temptation to take any business offered was 
sometimes too great to resist and methods 
were followed which would not have been 
considered had conditions been more favor- 
able. The officials of our member associa- 
tions who are present know, if you all do 
not, that dealers are doing much thinking 
about these things and are making vigorous 
protests. They take the position that if ever 
there was a time when they needed the full 
measure of protection it is right now, and 
if it be not the function of this Federa- 
tion to secure for them this protection, then 
I mistake the purpose for which we are or- 
ganized. 

Losing Publicity’s Asset 


Speaking of cooperation of all branches of 
the trade in an effort to stimulate business, 
let us call attention to a matter mentioned 
by dealers in hundreds of letters received 
during the past year. Manufacturers have 
insisted that business was to be had if deal- 
ers would make the proper effort. This re- 
ferred to canvassing and advertising. Now, 
in the face of their urgent demands that 
dealers should take the risk which this ex- 
pense entails, manufacturers have seen fit 
to withdraw practically all their advertising, 
supposed to be the best stimulant which can 


be administered to the business. They have 
taken a course exactly opposite that which 
they have asked the dealer to pursue. They 
do-not seem to realize what it has meant. 
It has done much to discourage the dealer and 
he has said to himself, “Why should I ad- 
vertise and canvass and hustle for business 
when the manufacturer has ‘laid down’ and 
is leaving all this work for me’? If the 
manufacturer cannot afford the expense of 
advertising, surely the dealer cannot afford 
similar expense. I know of a few manufac- 
turers who agree with me in this position. 
I believe those who have continued to adver- 
tise during the period of depression will be 
the first ones to profit when normal condi- 
tions return. 


Facing the Facts Squarely 


In facing responsibility for the conditions 
into which our business has drifted we are 
likely to think only of the causes contributed 
by others and to overlook entirely our own 
shortcomings, which may have been respon- 
sible in no small degree for the general re- 
sult. Improvement will only come through 
real cooperation, which means first of all, 
a general house cleaning. In many ways 
dealers can contribute to an early resump- 
tion of normal business and this convention 
should, from the ideas advanced, evolve rec- 
ommendations that will show our good faith 
and willingness to help in the ultimate so- 
lution of the problem. ‘Through educational 
campaigns we have, in the past, raised the 
standard to practically 100 per cent efficiency, 
but when the war came and the business was 
running itself—in fact running away from 
some without their knowing it—there seemed 
to be less need for making the study of busi- 
ness methods that we now realize as essen- 
tial. 

Again, when the farmers’ purchasing 
power was so paralyzed and the decline in 
prices of equipment came, causing tremen- 
dous loss in order to reduce inventories, lit- 
tle attention was paid to any of the rules 
which governed good merchandising and the 
goods were moved at such prices as could 
be realized. This condition has _ prevailed 
until it has reached the point where some- 
thing must be done if we expect those who 
are real merchants to remain in the busi- 
ness. Stocks in the dealers’ hands have been 
pretty well cleaned up and the new goods 
purchased must be sold at a price which 
affords a profit—not simply a margin over 
invoice cost and freight. This National Fed- 
eration is charged with the duty of finding 
a way to place the business back upon the 
plane it occupied before this demoralization 
came. 

: Manufacturers’ Retail Stores 


The most disturbing feature of the imple- 
ment business the past year has been the ap- 
prehension in the minds of dealers in regard 
to manufacturers’ retail stores. Much cor- 
respondence has passed and it has been the 
subject of many conferences, It is not my 
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province to go into detail concerning it as 
your Trade Relations Committee will report 
upon the subject. However, I am warranted 
in saying that the impression has prevailed 
very generally that the plan was being tried 
out for the purpose of testing its feasibility 
as a general policy of distribution. I need 
hardly add that dealers are a unit in opposi- 
tion to any plan of distribution not in har- 
mony with the principle upon which our as- 
sociations are founded, viz.: “To the Re- 
tail Dealer Belongs the Retail Trade.” 


Effect of a General Price Advance on 1923 
Business , 


It is my duty to call attention to the un- 
easiness existing among dealers on account of 
rumors of price advances for 1923. This is 
indicated by letters which have been coming 
to my office from dealers in many States. 
These letters were written since the dates of 
this convention were announced and were for 
the purpose of having placed before this 
body the views of the writers on the situa- 
tion. In every case these are dealers ‘who 
have an extensive business in normal times, 
and they are of one mind in regard to the 
effect which a general advance would have 
upon the 1923 business. All say that if ad- 
vances are general they would not be justi- 
fied in placing heavy orders, believing that 
it would result in a repetition of the ‘buyers’ 
revolt” of 1921, for no amount of argument 
will convince the farmer that in the face of 
present prices of farm products any ad- 
vances are justified. 


The Bank and the Dealer 


Correspondence passing through my office 
in the past few months has included much 
complaint from dealers regarding the banks 
and their methods. These complaints assert 
that the country banks of the dealers’ com- 
munities have so protected their own loans 
by mortgages on the farmers’ farm equip- 
ment, stock and even growing crops as to con- 
trol the producer’s credit. The dealer, they 
say, is expected to furnish equipment, re- 
pairs, twine and service to plant, cultivate 
and harvest crops on which the bankers hold 
first claim and that collections must come 
after the banker has been paid, which in too 
many instances means that a portion or per- 
haps all of the account must be carried over 
to the following year. Dealers have learned 
to depend on this organization for recom- 
mendations regarding their problems and this 
e nvention should give this pertinent subject 
attention. 

The dealer has but one course to pursue— 
to prove himself as good a business manager 
as his banker. The latter is but safeguard- 
ing his depositors; the dealer should safe- 
guard himself. The wise dealer, before he 
grants credit for machinery, repairs, twine, 
service and supplies, should know the finan- 
cial position of his customers; if he does not 
know, he should find out. If the bank holds 
a blanket claim on the season’s output as well 
as on the farm equipment, the customer 
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should be told to secure from the bank the 
funds for his purchases. ‘The banker is by 
the very nature of his claim compelled to see 
the season through. One banker who has a 
large number of such mortgages, in discuss- 
ing the matter, admitted that the average 
bank would furnish the money for the crop 
expense if necessary; but while dealers are 
“easy” and can compel manufacturers to ex- 
tend credit, they will naturally be allowed to 
assume the burden. The dealer who is not 
an expert on credit in his own community 
has not been living up ‘o his opportunity. He 
should know his customers and equal. the 
banker in shrewdness. Refuse to extend 
eredit where there is doubt and let the bank 
finance the producer’s crop-raising operation. 
That is the bank’s function, not the dealer's. 
Had more caution in extending credit’ been 
used, we should today have a sounder basis 
for the implement trade. 


Function of County Agents 

At previous conventions you have pledged 
your support to the farm bureaus, believing 
that you derive benefit from everything done 
to help the farmers. You have supported 
every movement for more orderly marketing 
of farm products; you have gone upon record 
as favoring the requests made by the farm 
bureaus upon the subject of standardization; 
but many of you have been solicitous con- 
cerning the commercial activities of the 
county farm agents notwithstanding you 
know their work has been directed by the 
American Farm Bureau Federation and the 
States Relations Service U. S., Department 
of Agriculture. In my report to the last 
convention I gave you in substance the pro- 
visions of the memorandum of understanding 
which was the agreement between the Farm 
Bureau Federation and the Department of 
Agriculture. This had a tendency to relieve 
the anxiety concerning the _ situation, but 
more recently Secretary Wallace of the De- 
partment of Agriculture has issued a state- 
ment which makes it clear that the farm 
agents’ commercial activities are not au- 
thorized. t 

Some of our secretaries have kept in touch 
with the county agents in their respective 
states and have circularized them concerning 
the activities of their respective associations. 
Besides, they have issued special invitations | 
to them to attend the association’s conven- 
tions. This plan has done much to create 
a good feeling and in many cases has been the 
means of dispelling from the minds of the 
county agents false impressions held concern- 
ing the real purpose of dealers’ associations. 


_ Encouraging Interest in Agriculture 


Your attention is called to the opportunity 
open to implement dealers located where 
there are high schools which give encour- 
agement to greater interest in agriculture, the 
modern method of farming and the use of 
modern equipment. Nearly all high schools 
now maintain vocational agriculture depart- 
ments. This work is based on Federal pro- 


vision and applies to all states. About five 
years ago a measure known as the Smith- 
Hughes act was passed by Congress. It 
made provision for establishing courses in 
vocational agriculture in high schools and ap- 
propriated a large sum of money from the 
national treasury to support the work, on 
condition that every state would appropriate 
an amount equal to that received from the 
federal treasury in support of the same work. 
Regulations were drawn up by the U. S. Bu- 
reau of Education covering the content of 
courses and the qualifications of instructors 
which must be complied with by the local 
communities before the school can participate 
in the benefits of the state and federal funds. 
These courses are four years in length; the 
work is both practical and theoretical. Boys 
are required to maintain an active farm proj- 
ect under the supervision of their instructor 
in connection with their work as students. 
In the course the student covers such sub- 
jects as animal husbandry, farm crops, soil, 
farm economics, farm mechanics and farm 
machinery. 

It is easy to see that dealers in farm 
equipment ought to be intensely interested in 
such a scheme of education as this and 
should be willing, and even eager, to assist 
the instructor in whatever way possible. 


National Institute of Progressive Farming 


The manufacturers of power farming 
equipment have organized what they call the 
National Institute of Progressive Farming. 
The object of this organization is to assist 
agriculture and the implement industry. Of- 
fices have been established in Chicago and Guy 
H. Hall, formerly of Kansas City, was placed 
in charge as director. Mr. Hall has played 
on every base in the implement and tractor 
game and is qualified to handle the work 
placed in his care. This institute takes the 
place of the Power Farming Bureau, the man- 
agement of which you are familiar with. It 
is endeavoring to combat propaganda circulat- 
ing throughout the country telling the farmer 
how deplorable conditions are and how he 
should cut production in order to boost prices, 
The aim of the institute is to educate farm- 
ers in the use of modern machinery. It is 
also encouraging the dairy industry and 
breeding of higher grades of cattle and hogs. 
I recommend that our organization cooperate 
with the National Institute of Progressive 
Farming believing that it will be to the in- 
terest of our constituents so to do. 


Cost Accounting 

For several years previous to the war this 
organization and all of its constituent asso- 
ciations gave encouragement to the study of 
cost accounting. Much progress was made 
and the results were most gratifying. It 
had the effect of reducing the number of 
dealers who retired from the implement busi- 
ness annually on account of failures. So 
much was said upon the subject that many 
considered no more agitation necessary and 
many grew tired of the discussion. Your at- 
tention is called to the fact that during the 
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past few years many new dealers have en- 
gaged in the business who need all the as- 
sistance along this line it is possible to ren- 
der. I am convinced from the correspondence 
coming to me that the time is ripe for this 
organization to resume agitation of this im- 
portant matter. 
Standardization 


This is a subject which has not been given 
very serious consideration by this Federation 
or by individual dealer, but I believe that 
it should now have attention, governmental 
endorsement and assistance. While it is 
primarily the business of the manufacturers 
to conduct standardization activities, the 
dealers’ interests are very much affected 
thereby. This standardization work consists 
largely of the elimination of unnecessary 
types and styles, not only cheapening the 
cost of manufacture but meaning reduced 
inventories and large runs of those imple- 
ments which are left in the line. It also 
means decreased costs on the part of the 
dealer in that much smaller inventories need 
be carried to supply a given demand for 
goods. In the final analysis, this works to 
“the interest of the farmer, who should be a 
party to any activity along this line. 


Meeting World Markets 


Before closing this report, let me empha- 
size this: Never was there a time in the his. 
tory of the business when it was so neces- 
sary that the implement dealer should un- 
derstand thoroughly the goods he sells as 
now; most of all, should he understand the 
saving which the farmer can effect through 
the use of these improved implements. Much 
of the time in selling has been consumed in 
pointing out the difference in construction 
between the implement we sell and that of 
a competitor; this is important, but under 
conditions such as obtain now it is secondary 
to the ability on the part of the dealer 
thoroughly to explain to the farmer what the 
implement will do for him from a practical, 
money-making standpoint. The time has come 
when the run-down condition of farm equip- 
ment, what loss is being suffered through 
failure in replacement of new tools for old, 
or the purchase of new tools where equip- 
ment is lacking, should be brought to the 
attention of the farmer. The farmer is do- 
ing business in the markets of the world. 
His surplus crop, generally, meets the surplus 
crops of every other nation. The price at 
which this surplus is sold very largely con- 
trols the domestic price. Every producer is 
striving to reduce his costs. The American 
farmer has ever been a low cost producer. 
It is now important that he should find ways 
and means to produce at even less cost than 
ever’ before and his primary interest, as I see 
it and as I believe you will admit, is in se-: 
curing equipment which will make every 
bushel of corn, wheat and other crops cost 
him less to raise. If the dealer will become 
a student of soil culture and equip himself 
to tell the farmer how to save money through 
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the use of improved machinery and how es- 
sential it is to produce his crop at a mini- 
mum unit cost, it will assist materially in 
returning to a normal basis. 


Our Responsibility 


Let me impress once more, gentlemen, the 
great responsibility resting upon you at this 
time. The eyes of all dealers in farm equip- 
ment are turned Federation-ward. This is 
true to a much greater extent than in previ- 
ous years, due to the unrest in the trade 
everywhere. Dealers are hoping that enough 
wisdom will develop at this convention to 
evolve plans which will, in a measure at 
least, relieve the situation. The demand of 
today calls for your best thought and I trust 
that real constructive measures will result 
from your deliberations. Let us resolve to 
strive as hard to correct the evils of the 
business for which our constituents are re- 
sponsible as to make demands on other 
branches of the trade. Let us proceed upon 
the principle that we all have an important 
duty to perform if we are ever to return 
to. a normal basis and that we will assume 
our share of the responsibility in the struggle 
being waged for a speedy return to prosper- 
ity. , 

Let us cultivate more confidence. Without 
it there is no true fellowship in trade or in 
life. Let us take a firm grasp on courage. 
Above all, let us “think in our hearts” with 
a mental. vision including every individual 
connected with our great organization, from 
the highest to the humblest, and strive to 
further such methods as will strengthen 
every part of the structure. By so doing, we 
shall not only steadily but surely put our 
house in order and eventually see its out- 
lines clear and strong, a business edifice of 
which each one of us will be proud. 


Greetings From President Howard 


One of the’ features of the convention 
was a short address by James R. Howard, 
president of the American Farm Bureau 
Federation. Mr. Howard began by stating 
that he knew something about the problems 
of the implement dealer because he once 
was engaged in that business himself. He 
had experienced all of the griefs and joys 
of. the dealer’s calling, and some of the 
remarks made on various subjects had 
awakened feelings akin to brotherhood and 
sympathy. 

Mr. Howard declared that there are two. 
industries indispensable to agriculture. 
One is the manufacture and the other is .the 
retail distribution of agricultural imple- 
ments. “Farmers would be helpless with- 
out you” said he, “and you would be help-. 
l¢ss Without the farmer. Both are here to 
SEAYehs i) eander 6° ) 
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“Agriculture is still under a cloud” said 


Mr. Howard, “but the sun is coming up. 
When farm products advance other things 
take the same turn, thus maintaining the 
discrepancy in price relations. But, the 
time is coming when normal relations will 
be restored.” 

Mr. Howard told the dealers that as a 
farmer he places service above price when 
he wants to buy farm equipment. Being 
human he wants the best price he can 
get, of course, but service is the first con- 
sideration. He said this was the attitude 
of most farmers. 


Touching cooperative-buying he said there 
should be nothing attempted along that line 
in any community where the dealers were 
rendering adequate service, but where serv- 
ice is not provided cooperative-buying will 
be tried and cooperative stores will be 
started. 

The speaker was emphatic in declaring 
that the time had come for implement 
dealers to quit banking, that is, to quit fin: 
ancing the implement purchases of farmers. 
“You do too much credit business” he said. 
“To get the best of your competitor you 
extend credits on long time. This policy 
leads to credit losses, and somebody must 
pay. The men who pay these losses are 
the farmers who pay their debts or buy 
for cash. I don’t like to feel that the price 
I pay for a machine includes something for 
the loss you sustain on unwise credits. 


“Warmers would be better served if you 
did business on a strictly cash basis, and I 
would like to see the whole implement 
business, from manufacturer to dealer and 
from dealer to farmer, done on that basis. 
If a farmer tells you that he needs ma- 
chines but has no money, tell him to go 
to the bank. It’s the bank’s business to 
finance, yours to merchandise.” 


Mr. Howard declared that there is a 
place for the tractor on the average farm, 
but he had no patience with those who 
predicted that the tractor weuld entirely 
supplant the horse. It is to the interest of 
the farmer to seek the tractor that is best 
adapted to the conditions on his particular 
farm. “The tractor is here to stay,” the 
speaker said, “but neither the farmer, nor 
the dealer should bear the burden of ex- 
perimenting with these machines.” 

As the speaker was leaving the platform 
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the members of the nae delegation arose 
and sang with spirit: 

He’s from Iowa, Iowa, 

State of all the land, 

Joy on every hand. 

He’s from Iowa, Iowa, 

That’s where the tall corn grows. 


Manufacturers’ Retail Stores 


E. P. Armknecht, chairman of the Trade 
Relations Committee, submitted a report 
concerning the conference with executives 
of the International Harvester Co. on the 
question raised by the establishing of a 
number of retail stores by that company. 
He read the statement that had been pre- 
pared by the harvester company following 
the conference and said: 

“This is absolutely the most favorable 
statement our committee could secure at 
the time. We will concede that various 
paragraphs are subject to different construc- 
tions, but we were so impressed with the 
sincerity of the harvester officials that we 
feel inclined to state our belief that there 
will be no more retail stores established 
by the International Harvester Co. 

“At no time has the Trade Relations Com- 
mittee conceded that manufacturers who 
market their products through retail deal- 
ers are, under any conditions, justified in 
establishing their own retail stores. We 
have held firmly to the contention that ‘to 
the retail dealers belong to retail trade,’ 
and we believe this is the corner stone 
of the solid foundation upon which the 
Federation rests.” 

During a subsequent discussion of the 
subject Mr. Armknecht was asked for a 
further statement. He said that the har- 
vester officials had asked the committee to 
trust them to proceed in a way that would 
be satisfactory to the dealers and the com- 
mittee is trusting them. He repeated that 
it was the firm belief of the committee that 
no more stores would be started by the 
International. Mr. Armknecht said further 
that he had talked with some other man- 
ufacturers on the subject and had found 
none who was worried about the I. H. C. 
stores. One of them had said to him, “the 
more retail stores they establish the more 
money they will lose.” 

Mr. Cox of the Texas association stated 
that four stores had been taken over by 
the Harvester company in that state since 
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the conference, but he understood that the 


former owners were indebted to the Har- 
vester company and were bankrupt. The 
company had taken the stores to protect 
its financial interests. 

Several delegates expressed the fear that 
the retail store proposition would be used 
as a big stick to enforce 100 per cent rep- 
resentation, and instances were reported 
where it was alleged this use had been 
made of it before the conference. 

After the discussion Mr. Dillavou of Illi- 
nois moved that the Federation place itself 
on record as unalterably opposed to any 
implement manufacturer operating retail 
stores. This motion was adopted by a 
unanimous vote. 


Delegates to Other Meetings 


A. A. Doerr presented to the convention 
a brief report of the National Farm Con- 
ference held at Washington last winter. 
Mr. Doerr and Secretary Hodge were the 
Federation’s representatives. He expressed 
the opinion that good had been accom- 
plished by this conference, and he hoped 
another would be held the coming winter. 

T. J. Turley, who represented the Federa- 
tion at the convention of the American 
Farm Bureau Federation, declared that this 
farm organization represents the most im- 
portant movement ever undertaken in the 
interest of agriculture. The convention had 
an attendance of more than 3,000 farmers 
who worked day and night on the problems 
confronting agriculture. He congratulated 
the retail implement trade on the warm 
_reception accorded its representative at the 
convention, and expressed the hope that 
dealers all over the country will cooperate 
to the limit with local farm bureaus in their 
efforts to advance the interests of agricul- 
ture. 

EK. P. Armknecht, who represented the 
Federation at the freight rate hearing con- 
ducted by the Interstate Commerce Commis- 
sion, submitted a brief report of that meet- 
ing. He had been sent to the hearing in 
accordance with the action of the Federa- 
tion last year when it pledged its coopera- 
tion with the American Farm Bureau Fed- 
eration in the effort to secure lower freight 
rates on farm products. 


Reports on Other Conferences 


The Trade Relations Committee reported 
a cenicorcn7? with the Ensilage Machine De- 
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partment of the Nudivtat Association of 
Farm Equipment Manufacturers, at which 
request was made for a larger discount on 
repairs. While the department could take 
no official action on the subject, members 
expressed the opinion that the request was 
reasonable, and during the past year a 
number of the manufacturers increased the 
dealer’s discount. 

Report was also made of the Joint Confer- 
ence on Standardization, at which repre- 
sentatives were present from the American 
Farm Bureau Federation, the National As- 
sociation of Farm Equipment Manufacturers 
and the National Federation of Implement 
Dealers’ Associations. The committee re- 
ported that much had been done in the way 
of standardization and elimination by the 
manufacturers. It had pledged the con- 
tinued support of the Federation in this ac- 
tivity. 

The Trade Relations Committee also re 
ported a conference with the Dealers’ As. 
sociation Committee of the manufacturers’ 
association, at which a number of questions 
were discussed, including priceless con- 
tracts, delayed invoices, the repair situa- 
tion, manufacturers’ retail stores and stand- ° 
ardization. The manufacturers said that 
the only reason for price-less contracts was 
the desire to protect the dealers on pos: 
sible price reductions, and it was declared 
that no dealer had sustained a loss as the 
result of such contracts. Delayed invoices 
were explained by. the combination of an 
abnormal demand for repairs and a short- 
age of clerical help due to the prevailing 
business depression. Dealers were urged 
to anticipate their repair requirements as 
far in advance as possible... The confer- 
ence decided that the question of manufac- 
turers’ retail stores was one to be taken 
up with manufacturers maintaining such 
stores and not with a committee of the man- 
ufacturers’ association. It was stated that 
dealers could help in standardization work 
by discussing this activity at the conven- 
tions, by passing resolutions approving the 
standardization program and by refraining 
from ordering equipment that had been 
slated for elimination. ’ 


The Banker and the Dealer 


Mr. Thompson of South Dakota brought 
up the question raised in the report of 
Secretary Hodge concerning the relations 


between the dealer Maa his banker, and 
urged careful consideration of the secre- 
tary's remarks. 

The subsequent discussion brought - out 
these suggestions, based upon the actual ex- 
perience of delegates: Keep in close touch 
with, your banker and keep him advised at 
all times as to your own financial condi- 
tion. Be fair with him and he will be fair 
with you. He will help you determine the 
‘credit standing of farmers. Be prompt to 
comply with his requests for statement of 
your business. Also be prompt to comply 
with requests for statements from manu- 
facturers and from Dun and Bradstreet. 
One of the delegates reported that his as- 
sociation has frequently sent out to mem- 
|bers suggestions along these lines. 


If Price Advance Comes 


_ The effect of an advance in prices of im- 
jplements for 1923 was one of the subjects 
ee for discussion. Mr. Witten led 
[tthe discussion. He knew that costs of some 
materials had increased, but he hoped that 
an advance in implement prices would not 
be necessary. He felt that an advance 
would be one of the worst things that could 
happen to the implement business. Prices 
of farm products have shown advancing 
tendencies in the past few days. If this 
should continue until spring and farm im- 
\plement prices are not raised the farmers 
will be inclined to buy many machines that 
are needed. 

Mr. Hustermann of Minnesota said that 
the reduction of the cash discount from 10 
to 5 per cent was in effect an advance 
{to the dealer, and he believed it would af- 
fect business adversely. Dealers who had 
‘priced goods on the basis of 10 per cent 
{discount would be compelled to quote higher 
prices than last season’s. 


Mr. Sellers of Ohio expressed the opinion 
that the cash discount of 10 per cent was 
fundamentally wrong because it contemp- 
lates too high a price for those dealers 
who are unable to discount their bills. 
He said the Federation functions for all 
real dealers, the large and the small. 

The same thought was expressed by Mr. 
|Dillavou of Illinois, who said that the 10 
;per cent discount was more of a cut in 
price than a cash discount, and it was un-’ 
fair to the small dealers who cannot- -pay. 
cash, 


Mr. Vorhees of ninale felt that an ad- 
vance of 5 per cent in prices, if required to 
cover increased production cost, might be 
beneficial in that it would check the dis- 
position to expect continued reductions. 
He was sure that the farmers know steel 
and some other materials have advanced 
and would understand; why implement 
prices had been raised. 

/Mr. Wagner of Indiana thought it possi- 
ble that the manufacturers had obtained 
most of their materials before advances. 
He hoped so at least, for in his opinion an 
advance in implement prices would be 
resented by the farmers and improvement 
in business would be checked. 

Mr. Raesly of South Dakota felt that 
the fact that the.farmers’ dollar is worth 
not to exceed 70 cents in relation to com- 
modities he buys is sufficient reason why 
there should be no advance in implement 
prices. 

Mr. Armknecht of Iowa gave it for his 
opinion that the dealers should not assume 
that manufacturers will raise prices with- 
out good cause. He knew from his inter- 
views with manufacturers at several con- 
ferences that there will be'no advances not 
absolutely necessary. 


The Trade Outlook 


The convention docket provided for brief 
reports from each delegation concerning the 
outlook for implement trade next year. Fol- 
lowing is a summary of the reports of the 
various associations: 

Illinois, by D. D. Leary: Present condi 
tion of the implement business is fair and 
outlook is for increase in volume over 
that of 1922. 

Iowa, by O. J. McHugh: Next year likely 
to be turning point in the career of many 
dealers. Much depends on the dealer him- 
self. It will be hard sledding for the in- 
experienced and those who do not conduct 
their business on business principles. Good 
dealers will find improvement next year. 

Indiana, by W. O. Scott: Prospects as 
reported by dealers are fairly good. Indi- 
ana dealers will have a good trade if they 
can finance it. 

Kentucky, by T. J. Turley: Kentucky is 
all right. Conditions are improving. Re- 
cently toured state and found dealers ex- 
pecting a good trade in 1923. 

Michigan, by F. L. Willison: Farmers 


are feeling Be ea and trade will be 
better than in 1922. 

Midwest (Nebraska and western Iowa), by 
W. T. ODetweiler: Outlook encouraging. 
» Farmers have reached the point where they 
must replace much of their equipment. 
Dealers’ stocks cleaned up. Crops are good 
and live stock is commanding good prices. 

Minnesota, by E. P. Lynch: Business 
this year about 60 to 70 per cent of normal. 
Next year’s will be about the same. Nor- 
mal business is out of the question while 
the farmer’s dollar is worth only 65 cents. 
But we must go on and do the best we can. 

Mississipp Valley (southern Illinois, east- 
ern Missouri, Arkansas and western Ten- 
nessee), by F. P. Watson: Trade in fair 
condition. I am going home without the 
blues. Dealers are in improved position, 
with stocks cleaned up. Marked improve- 
ment assured for 1928. 

Mountain States (Colorado, New Mexico 
and Wyoming), by R. T. Patterson: On 
account of drouth in July resulting in empty 
reservoirs, cannot see indication of much 
improvement. Crops good but prices are 
too low, 

North Dakota, by H. P. Smith: Does not 
look for any increase in trade over 1922. 

Ohio, by C. C. Kitts: Business will show 
some improvement next year, but cannot 
hope for substantial increase untu farmers 
get better prices for their products. 

Texas, by A. M. Cox: Business on the’ 
upgrade. Cotton is main crop, but diversifi- 
cation is growing. Banks in good condition. 

Texas Panhandle, by C. L. Thompson:” 
Trade next year will show considerable in- 
crease over 1922, but will not reach nor- 
mal. Wheat acreage heavily increased. 

South Dakota, by C. J. Bach: Crops good 
and dealers becoming more optimistic. Dis- 
turbing feature is possible advance in im-’ 
plement prices. If advances are made busi- 
ness will be checked. Farmers will not 
pay higher prices. This year was better 
than last and next year will show further 
improvement if prices remain unchanged. 

Western (Kansas, Missouri and Okla- 
homa), by A. A. Doerr: Expects improve- 
ment all along the line in 1923. 

Wisconsin, by O. B. James: Best crop 
conditions in the history of the state. 
Prices are too low, but farmers have prac: 
tically liquidated their indebtedness. There 
is a large potential demand for implements, . 


but an advance in prices will be like a 
red rag to the bull. 


List Prices on Implements 


Although the Federation has voted seyv- 
eral times in favor of legalized enforcement 
of resale prices fixed by manufacturers, 
there was a sharp division when the sub- 
ject came up in the form of a question con- 
cerning the advisability of manufacturers 
advertising a list price for each implement 
manufactured, the dealers margin being 
fixed by a discount from the list, as it is 
done in the sale of automobiles, tractors 
and some heavy machine lines. 

Some of the delegates were enthusiastic 
over the proposition and believed that the 
naming of retail prices by the manufactur- 
ers would stabilize prices. But others were 
just as emphatic in declaring the plan im- 
practicable so far as the general line of 
farm implements is concerned. The fear 
was frequently expressed that the discount 
to dealers would not be sufficient to pay 
the overhead and leave a profit. 

Reference was made to the plan of the 
Minnesota prison, which fixes the retail 
price on binders, mowers and rakes pro- 
duced at the prison plant and binds dealers 
by contract to maintain such prices, refus- 
ing to renew contracts with dealers who 
fail to comply. 

At the conclusion of the discussion a mo- 
tion was offered making it the sense of 
the convention that the establishing of re- 
tail prices, that is, list prices with a dis- 
count quoted to dealers, would tend to* 
stablize prices of farm equipment. On the 
aye and nay vote the chairman was unable 
to determine the result. A rising vote 
showed a scant majority of four in favor 
of the motion. A motion to reconsider with 
a view to making it unanimous was greeted 
with protests, and a motion to table the mo- 
tion to reconsider was then passed. 


Cost Accounting Called Back 


Curtis Johnson of Minnesota made a 
vigorous plea for a resumption of activity 
in the matter of cost accounting in- 
struction. He spoke of the _ success 
of the cost accounting campaign conducted 
ten years ago and said many new dealers 
had come into the field since that time, 
dealers who know little or nothing about 
overhead .and how to figure it. He also 
said that no doubt many of the older deal- 
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ers had grown careless and a new cam- 


paign would awaken them to the importance 
of accurate knowledge of the cost of doing 
business. He declared that the associa- 
tions could undertake no more important 
work at this time. The views expressed by 
Mr. Johnson were warmly approved by all 
of the delegates. 
Group Meetings 

Report of group meetings held in Minne- 
sota was made by O. M. Thurber, assist- 
ant secretary of the Minnesota association. 
Mr. Thurber said these meetings had pro- 
duced good results and should be continued. 
He urged other associations to arrange for 
such meetings. Secretary Wherry of the 
Iowa association submitted a similar report 
of the district meetings conducted by that 
organization, as did Secretary Cox of the 
Texas association. Mr. Cox moved that the 
Federation endorse the plan and urge its 
adoption by all associations. This motion 
prevailed. 

Agriculture in High Schools 

The teaching of agriculture in high 
schools, in accordance with the terms of 
the Smith-Hughes act, was the subject of 
an enthusiastic discussion led by Mr. Wit- 
ten who made an, eloquent plea for support 
and assistance by implement dealers. 
Dealers can help, Mr. Witten said, by lend- 
ing equipment for examination and demon- 
stration and by helping the instructors in 
various ways. Dealers in localities where 
the school authorities have not yet taken 
- advantage of the Smith-Hughes plan were 
urged to arouse interest in the subject. 

County Agents 

Discussion of the functions of county 
agents revealed unanimous sentiment in fa- 
vor of dealers cooperating with these agents 
and with local farm bureaus to the fullest 
extent in all constructive work for the 
benefit of agriculture. The statement was 
frequently made that the county agent who 
proceeds along the lines laid down by the 
Smith-Lever act' as defined by the Secre- 
tary of Agriculture becomes one of thé most 
important factors in the movement for bet- 
ter farming. And the delegates were unani- 
mous in the opinion that the farm bureau 
represents the most effective organiza- 
tion plan that was ever devised for the 
benefit of the men who till the soil. ' 

Urges Resumption of Advertising 
Secretary Hodge stated that his reference 


in his report to the sigegueeeaea of ad- 
vertising by many of the manufacturers 
was based upon letters received from many 
dealers who had been criticized by manu- 
facturers for not advertising and canvass- 
ing. In most cases these criticisms came 
from manufacturers who had themselves 
quit advertising. 

Mr. Sellers of Ohio declared it was hardly 
consistent on the part of manufacturers to 
cease advertising yet pound the dealers 
to advertise and canvass. He hoped that 
the time was at hand when manufacturers 
would resume advertising on a normal 
scale. 

Mr. Wherry said he was sure from obser- 
vations made in his state that the cessa- 
tion of advertising by manufacturers was 
one of the things that first discouraged the 
dealers. 

Binder Twine Trade 


Mr. Rystrom of Nebraska asked that the 
Trade Relations Committee endeavor to ob- 
tain a revision of the cash discount plan 
of the twine manufacturers. He suggested 
a zone system under which the dates of 
cash discounts would vary according to 
latitude. The cash discount date should be 
considerably later in the north than in the 
south, he said. He felt that June 1 was toa 
early for the northern half of the country. 

The discussion revealed that some dealers 
have not been getting the cash discount 
on orders placed after the cash discount 
date named in the original contract while 
others have been allowed 5 per cent for 
payment in five days on such orders. It 
was also revealed that where carload or: 
ders had been placed some buyers did and 
some did not get the carload price on small 
lots ordered subsequently. 

The subject was by vote referred to the 
Trade Relations Committee. 


Power Farming Days 


The advisability of urging state fair 
boards to arrange for “Power Farming 
Days” at the fairs was discussed. Mr. 
Wagner of Indiana favored the proposition 
and urged dealers to consider it with a 
view to urging the fair authorities in their 
respective states to make the desired ar- 
rangements. He said it is only a question 
of time until every farmer with 100 acres 
or more will want a tractor, and ‘Power 
Farming Days” at fairs will help to hasten 
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the time when all such farmers will get 


this equipment. 


Full-Time Secretaries 


In accordance with plans made at the 
Secretaries’ Conference, Mr. Buxton of 
Minnesota urged consideration of several 
questions relating to association secretaries. 
He said that the cost of a full-time secre- 
tary is warranted by the larger results that 
are obtained. He also cited cases in the 
hardware field where one full-time secre- 
tary serves two associations and one case 
in the implement-hardware field where one 
serves three organizations. Mr. Buxton 
also advocated the establishment of the Fed- 
eration headquarters in Chicago in charge 
of a full-time secretary. The subject was 
referred to the official board. 


Convention Program Suggestions 


The committee appointed to prepare sug- 
gestions for the programs of constituent 
association conventions during the coming 
season was composed of Messrs. Nuss, 
Goodwin, Goldcamp, Maxwell,:and Lynch. 
The report was as follows: 


Your committee realizes the futility of sug- 
gesting a uniform set program which will 
apply explicitly to the needs of each individ- 
ual association. Therefore, the secretaries 
and their official boards must use their own 
good judgment in building their programs to 
suit the needs and desires of their localities 
and members. We do, however, recommend 
the incorporation of as many of the following 
units as possible to meet the recommenda- 
tions of the National Association of Imple- 
ment Secretaries: 


1. A docket should be arranged and fol- 
lowed without change by the presiding offi- 
cer. 

2. Community singing in charge of a com- 
petent leader should be featured to open the 
sessions and put those present in a good 
humor. 


3. Better convention sessions will result 
if they are opened promptly with officers in 
their chairs. 


4. Association officials should exert every 
effort to prevail upon wholesale houses to 
close their places of business during con- 
vention sessions, and to attend with their 
salesmen every meeting of the convention. 


5. When more than one delegate repre- 
sented the association at the Federation con- 
vention the report of that meeting should be 
assigned by the secretary to the delegates, 
each to cover one or more topics and not to 
overlap each other’s reports. 


6. We urge that as much time as possible 
be devoted to the question box, and if he can 
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be secured, a competent leader should conduct 
this important feature of the program. 
7. Due to the financial conditions a banker 
should be invited to address the convention. 


8. We recommend that not more than four 
set addresses be provided for a three-day con- 
vention, 

9. Where possible a representative of a 
farm bureau. or some other farmers’ organi- 
zation should be one of the principal speak- 
ers. 

10. A well known member of the manu- 
facturing industry should be given a promi- 
nent place on the program. 


11. The secretary, in his report, might well 
lay stress upon the service the association 
performs for its members. 


12.' We recommend that the importance 
of group meetings be explained at every con- 
vention and the members be urged to par- 
ticipate. ~ 

13. The Federation has stressed the great 
need of a renewal of the cost accounting 
movement and we recommend that a promi- 
nent place be reserved on the program for 
this important topic. 


We realize that these suggestions have been 
made to considerable length and will not be 
carried out by any association in their en- 
tirety. However, they represent the concen- 
sus of the view of the secretaries of the sev- 
eral constituent associations of the National 
Federation. We, therefore, urge that, the 
topics be followed as far as may be possible 
without detriment to the interest and popu- 
larity of the convention programs and ses- 
sions, 


FEDERATION RESOLUTIONS 


The convention adopted the following 
report of the resolutions committee, which 
was composed of Messrs. Doerr, Willison, 
Wherry, Detweiler and Eustermann: 


Condition of the Farmer 


Two seasons of business depression in the 
agricultural sections of our country have -tried 
the mettle of the men on the farms, in business 
houses and in the implement industry as well, 
and should have convinced the business world 
by this time that there can be no far-reaching 
or lasting prosperity when the buying power of 
nearly seven million farmers is greatly im- 
paired or totally destroyed. The crisis is so 
serious in the small-grain section of the nation 
that many tenant farmers have been driven into 
bankruptcy. Thoughtful men should awaken 
and give heed to the tragedy going on within 
the nation. 

The sale value today of many farr products 
will not pay the freight to market; many others 
scarcely the cost of production. This unfortu- 
nate situation has destroyed in a great measure 
the farmer’s buying as well as paying power. 
His overhead has been reduced but little from 
the peak established during the war period. 
Still the nation sits by with folded arms and © 
closed eyes, manifesting little or no concern ‘in 
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the tragedy which is bound to follow if the 
“present unbalanced condition continues. 

As implement dealers standing at the side of 
the distressed farmer, understanding his situa- 
tion, also his relation to our nation’s welfare and 
prosperity, it is our duty to join in spreading 
the alarm, that the public conscience may be 
awakened and measures undertaken that will 
stabilize farm values to a point that a good 
crop will mean a profit, not a loss to the farmer. 

The strong arm of the government has for 
a century nursed various industries and enter- 
prises to which the farmer in a large measure 
always contributes. Has the time not arrived 
when careful and thoughtful consideration 
should be given to the most fundamental in- 
dustry of the nation? As implement dealers 
we are in full accord and sympathy with the 
farmer’s difficulties and our endeavor is and 
always will be to secure for him a just and last- 
ing solution of his ever-neglected problems. 


The Dealer 


The coming season is one the implement 
dealer should approach with sound business 
practice. His own judgment. should govern as 
to his needs and if prudence prevails the year 
should close with the dealers in better financial 
condition than for the past two seasons. 


Endorsing Customers’ Notes 

‘The incentive to create new business during 
the past year. has led manufacturers to intro- 
duce new and novel selling plans, among them 
the deferred payment plan on part of the pur- 
chase price of power farming equipment. The 
plan has unquestionably considerably increased 
the volume of business during the season. But 
the notes thus taken require the dealer’s en- 
dorsement. He is therefore liable for the pay- 
ment of the notes; further, the discount allowed 
on the deferred payment plan sales is not suffi- 
cient to justify the financial responsibility as- 
sumed. Should the dealer be compelled to re- 
deem the note or notes that the customer can- 
not protect, undoubtedly by that time the equip- 
ment will be worn out and have no money value 
whatever. 

The Federation believes the practice is 
fraught with great financial danger to small 
dealers and all others who do not keep an ac- 
curate account of the liability assumed by sign- 
ing the other fellow’s notes. Dealers should 
not be called upon thus to assist the manufac- 
turer in financing his business and no manu- 
facturer should seek prosperity by forcing a 
policy that must be condemned as unjust and 
unfair in the light of every known sound and 
safe business practice. 


z Freight Rates 

We urge that freight rates on all farm prod- 
ucts and live stock be reduced to pre-war levels 
during the present crop movement by the In- 
terstate Commerce Commission. Excessive 
freight rates make the profitable marketing of 
many commodities of the farm impossible, and 
the government is implored to take such action 
that farm products may be moved to the centers 
of consumption rather than rot ungarnered on 
the farm because of high transportation costs: 
A: tariff, which the farmer pays, is: enacted -to | 
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‘make manufacturing profitable; a ship subsidy 
bill to build up American shipping at public ex- 
pense is being considered. We urge that pro- 
ducers and merchants alike demand the consid- 
eration .by Congress of measures that will en- 
able all kinds of farm and orchard products 
to be moved to markets to supply human wants 
and needs rather than to remain in the field 
because of high transportation costs. 


Manufacturers’ Retail Stores 


Implement dealers in every part of our land 
have been seriously disturbed by the reports 
current that manufacturers are establishing re- 
tail stores and are experimenting with plans 
and methods for the distribution of their prod- 
uet through channels other than the retail im- 
plement dealer. We believe this fear to be in 
part unfounded, as the experiment is not a new 
one. Former effort8 of manufacturers in the 
retail game have uniformly proved to be finan- 
cial failures, yes, graveyards for the idea as 
well as the plan. However, the Federation 
most emphatically disapproves any and all at- 
tempts to disturb the present system of market- 
ing implements. We believe that prudent fore- 
thought would have convinced manufacturers 
of the error of the plan. Friendly and warm- 
hearted co-operation of dealers and manufac- 
turers is most certainly necessary at this time 
to enable all parties to perform their part in 
the building and the resale of implements. 


Petty Ills 


The Federation repeats its former declara- 
tions on C. O. D. repair shipments, wrapping 
and insurance charges; delayed invoices; sell- 
ing of twine to competitors in same town; price- 
less contracts and other ills that can so easily 
be cured. The dealer, the farmer and manu- 
facturer will be benefited by the spirit of good 
will that the elimination of these petty ills will 


create. 
National Farm Conference 


We approve the action of Secretary Wallace 
in holding the National Farm Conference in 
Washington last January. We believe that the 
same should be again convened during 1923 in 
order that the condition of the farmer and 
stockman may be more emphatically impressed 
upon our Congress, that action may be taken 
by that body that will assist the farmer in 
tnarketing his products in a manner that will 
be orderly, leave him a margin of profit so 
necessary for his existence, and our country’s 


welfare. 
Price Advances 


It is much to be regretted that the prices of 
various raw materials that enter into the manu- 
facture of implements have been materially in- 
creased during the past few months. An an- 
alysis of this advance might justify an increase 
in prices. The Federation, however, enters a 
most emphatic protest should such action be 
contemplated. The buying power of our farmer 
customer is almost destroyed by market condi- 
tions and high freight rates. He is unable to. 
absorb his normal implement needs at. prevail- 
ing prices and would be forced to decline to 
purchase should advances be made in the.entire . 
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line. Let not the farmer be further burdened, 
or 1923 will be an implement memory. 


BResale Prices 


Naming the resale price, f. 0. b. factory, of 
all farm implements should be encouraged. We 
believe that such a plan merits the attention of 
all manufacturers. We contend that no one 
factor will contribute more to stabilize the 
value of a farm implement than the publishing 
to the world of the resale price. It will in- 
sure a fair profit to the dealer and protect the 
otherwise uninformed with a fair price. The 
plan meets with our most hearty approval and 
We solicit a prompt and careful investigation 
on the part of the manufacturers in the hope 
that the plan may soon be put into successful 


operation. 
Farm Bloc 


We wish to add our expression of apprecia- 
tion to those members of Congress who have, 
regardless of party affiliations, banded them- 
selves together as a vital, active fighting force 
in Congress to compel that body to give con- 
sideration to the economic conditions which 
threaten disaster and bankruptcy to our farm- 
ers. We wish to commend their activity and 
pledge them our most loyal support. 


The Dealer’s Competitor 


We insist that it is inconsistent with trade 
ethics for a manufacturer to ship repairs into 
a contract dealer’s territory direct to the cus- 
tomer, and pocket the profit. We hoid that 
such a practice is unfair to the dealer who 
stocks repdirs, for by such action the manufac- 
turer becomes the dealer’s competitor. Such a 
practice can but be distasteful and very un- 
satisfactory to dealers. We trust that offending 
manufacturers will abate this petty practice. 


Publicity 


It is the sense of this Federation that the 
noticeable curtailment of advertising in trade 
and farm papers is not in line with the pro- 
gressive sales policy demanded of the dealers. 
This curtailment will have a tendency to 
slacken the farmer’s as well as the salesman’s 
interest in implements. We urge the early re- 
sumption of publicity of seasonable tools so 
that the public as well as the dealer may profit 
by the same. 


Vocational Training 


This Federation, believing that the dissemina- 
tion of information to the boys and girls en- 
gaged in vocational training in connection with 
our high schools through the influence of the 
Smith-Hughes act, is of great benefit to our in- 
dustry, endorses the work and urges the farm 
equipment dealer to give full support and co- 
operation in advancing the movement in his 
home community. 


American Farm Bureau Federation 


We are pleased to report that our complete 
co-operation with the American Farm Bureau 
Federation is productive of much good. Imple- 
ment dealers everywhere are earnestly re- 
quested to co-operate to the utmost with the 
organization, since its fundamental effect is to 
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improve the farmer’s condition so that he may 
function as a self-sustained citizen. Local op- 
position by ambitious farm agents should not 
blind us to the wonderful work which the Farm 
Bureau has accomplished. Therefore, we urge 
the earnest and sincere co-operation with the 


organization. 
Group Meetings 


We wish to go on record as being in favor 
of district or group meetings being held, as we 
consider them as being the best means to get 
each and every dealer interested in becoming 
a member of his state association. The dis- 
trict or group meetings will take care of the 
local dealer’s interests and bring him closer to 
the state asociation work. 


Tractor Discounts 


The sale of tractors embodies the expense of 
service which, to be of value, must be efficient. 
The Federation emphatically declares that the 
present discount on tractors does by no means 
justify the outlay that good and sufficient serv- 
ice, entails. We request a revision of the dis- 
counts so that tractor sales may become a 
source of profit rather than an expense to the 
dealers. 

Cost Accounting 

The farmer who buys farm equipment from 
the retail implement dealer should receive the 
best of service, which is a vital factor in the 
problem of distribution. We recommend and 
urge that constituent associations and the trade 
press use every means possible to encourage all 
dealers to study and know the cost of every de- 
tail of their service to the farmer, thereby 
effecting savings where possible, that the best 
service at the lowest cost be obtained. 


Standardization 


We wish to express our appreciation to the 
American Farm Bureau Federation for the 
hearty co-operation it is giving us in our effort 
to secure the standardization, of implement 
spare parts. Much good has been accom- 
plished in the work undertaken and we hope 
the manufacturers will continue to give the 
matter their serious attention. 


Acknowledgments 


We wish to thank the Sales Managers’ De- 
partment of The National Association of Farm 
Equipment Manufacturers for courtesies ex- 
tended. ‘To James R. Howard of the American 
Farm Bureau Federation, we wish to express our 
sincere appreciation for the splendid informa- 
tive address delivered on the problems of the 
day. The Federation fully appreciates the effi- 
cient services of its capable secretary, H. J. 
Hodge and its president, R. A. Lathrop, and 
feels that the Federation affairs have been con- 
ducted. in a very efficient manner. The official 
board, the Trade Relations Committee and the 
corps of capable secretaries who represent the 
various constituent associations, deserve our 
commendation for the manner in which the 
vexatious problems that continually arise were 
attended to. 

Trade Press 

One of the brightest spots in our association 
activity is the loyal and thoroughly unselfish 
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support given our organization by the trade 
press. Our trying hours are theirs, and we be- 
speak for them our most loyal and constant 
support. May these, our friends, prosper and 
grow in usefulness in the field of their en- 
deavor, is the unanimous sentiment of imple- 
ment dealers everywhere. 


Miscellaneous 


Geo. T. Sellers, president, and Grant 
Wright, secretary of the Eastern Federa- 
tion of Implement Dealers’ Associations at- 
tended one session and presented greetings 
from their organization. 


T. J. Turley, who has been identified with 
Federation work during the past 15 years, 
having retired from the implement trade, 
bade good-bye to the delegates after stating 
that a large portion of whatever success 
he had achieved in the farm implement 
business was due to the ideas he had re 
ceived and absorbed during the Federation 
meetings and the meetings of his associa- 
tion. He also spoke with deep feeling of 
the friendships he had made during his 
connection with the organizations. Mr. Tur- 
ley said he had already began to feel like 
a fish out of water and none need be as: 
tonished to hear soon that he had come 
back into the implement trade. The con- 
vention adopted a motion retaining Mr. 
Turley as a member of the advisory board. 

Mr. Thurber of Minnesota suggested that 
Secretary Hodge prepare a statement set- 
ting forth the achievements of the Federa. 
tion for the use of secretaries in member- 
ship campaigns. The matter was referred 
to the official board. 


The delegates to the Federation attended 
one session of the convention of the National 
Association of Farm Equipment Manufac- 
turers, on which occasion President Lath- 
rop of the Federation delivered an address 


Federation Delegates 


Following is a list of the associations rep- 
resented and the names of the delegates: 

Illinois Implement Dealers’ Association: D. 
D. Leary, Bloomington; E. E. Vorhees, 
Blandinsville; S. E. Dillavou, Champaign; J. 
Armbruster, Yorkville; W. P. Morris, Decatur; 
J. M: Cusey, Bloomington; Oscar Keller, 
Quincy; Jesse Stone, Potomac; Harry Hall, 
Jacksonville. : 

Indiana Implement Dealers’ Association: 
Geo. P. Wagner, Jasper; G. L. Maxwell, Val- 
paraiso; W. O. Scott, Milford. 

Iowa Implement Dealers’ Association: John 
Hager, Waukon; O. J. McHugh, Cresco; E. P. 
Armknecht, Donnellson; C. R. Peters, Winter- 
set; T. F. Wherry, Des Moines. 
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Kentucky Hardware and Implement Asso- 
ciation: T. J. Turley, Owensboro, 

Michigan Implement Dealers’ Association: 
Ernest Paul, Pigeon; F. L. Willison, Climax; 
L. R. Lawrence, Vicksburg; Roy Krondyke, 
Kalamazoo; A. A. Martini, Sebewaing; L. F. 
Wolf, Mt. Clemens. 

Mid-West Implement Dealers’ Association: 
Cc. E. Bass, Anselmo, Neb.; C. E. Gallagher, 
Coleridge, Neb.; J. M. Thompson, Lincoln, 
Neb.; W. -T. Detweiler, Grand Island, Neb.; 
O. A. Rystrom, Stromsburg, Neb.; James Wal- 
lace, Council Bluffs, Ia. . 

Minnesota Implement Dealers’ Association: 
A. N. Eustermann, Lewiston; E. P. Lynch, 
Faribault; G. A. Meyer, Lake Elmo; C. M. 
Johnson, Rush City; C. I. Buxton, Owatonna; 
O. M. Thurber, Owatonna. 

Mississippi Valley Implement Dealers’ As- 
sociation: O. Grannemann, New Haven, Mo.; 
E. Hudson, Olney, Ill.; EF. P. Watson, Mt. 
Vernon, Ill.; F. E. Goodwin, Kirkwood, Mo. 

Mountain States Implement and Hardware 
Association: R. L. Patterson, Fort Morgan, 
Colo. 

North Dakota Implement Dealers’ Associa- 
tion: H. P. Smith, Thompson; R. A. Lathrcp, 
Hope. 

Ohio Implement Dealers’ Association: C. C. 
Kitts, Lima; H. C. Otterbacher, Wellington; 
S. M. Sellers, Lebanon; J. H. Goldecamp, Lan- 
caster. 

South Dakota Implement Dealers’ Associa- 
tion: W. W. Barnard, Mitchell; E. C. Barton, 
Vermilion; M. D. Thompson, Vermilion; C. J. 
Bach, Sioux Falls; E. B. Raesly, Carthage. 

Texas Hardware and Implement Associa- 
tion: A.-M. Cox, Dallas: 

Western Retail Implement and Hardware 
Association: A. A. Doerr, Larned, Kan.; T. N. 
Witten, Trenton, Mo.; E. C. Hood, Pittsburg, 
Kan.; W. G. McCluskey, Billings, Okla.; H. D. 
Skinner, Braymer, Mo.; H. J. Hodge, Abilene, 
Kan. 

Wisconsin Implement Dealers’ Association: 
J. W. Christensen, Berlin; O. B. James, Rich- 
land Center; R. G. Nuss, Madison; F. E. Mc- 
Kichan, Fennimore; Wm. Beck, Seymour; Carl 
McKeeth, Galesville. 

Cc, L. Thompson, Canyon, Tex., secretary of 
the Panhandle Implement Dealers’ Association 
of Texas, was also present. 





The remaining pages of this pamphlet 
contain an address delivered before the 
convention of the National Association 
of Farm Equipment Manufacturers by 
R. A. Lathrop, who served the National 
Federation of Implement Dealers’ Asso- 
ciations as president during the past 
year. In this address Mr. Lathrop 
discussed questions of mutual interest to 
dealers and manufacturers. The entire 
Federation delegation, consisting of sixty- 
seven dealers, attended the session of the 
manufacturers’ convention at which this 
address was delivered. 
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President Lathrop’s Address to 


the Manufacturers 


-It is indeed a great honor and a great re- 
sponsibility to be called upon to attempt 
to convey to you the viewpoint of the or- 
ganized retail implement dealers of the 
greater part of our country. While one may 
be pardoned for coveting so great an opportu- 
nity, at the same time one would be a blind 
optimist if he failed to realize that there 
are serious problems confronting us, which 
make one loath to engage in either diag- 
nosis or prophecy. 

Why a small “Main Street” dealer from 
“Gopher Prairie’ North Dakota, should be 
selected for such a.task is hard to compre- 
hend, except that your body has fallen into 
the habit of inviting the retiring president 
of the National Federation of Implement 
Dealers’ Associations to address you, and 
habits are hard to break. Being located 
many hundred miles from the manufactur- 
ing end of the implement business, and not 
being burdened with great knowledge of it, 
makes it possible, of course, to give an un- 
biased diagnosis. The finest articles on 
child-training are often written by some old 
maid, for her theories have not been upset 
by stern realities and practical application. 

From these references it might seem that 
I was laying foundation for a claim that 
I could produce an address comparing in 
excellence with the maiden lady’s article 
on child culture, but I am obliged to confess 
the handicap of ten or eleven years’ serv- 
ice with a manufacturer of farm equipment, 
therefore, knowing something of both sides 
of the “game,” practical experience comes in 
conflict with theory. 

However, from the viewpoint of one who 
has served in both branches of the industry, 
I am constrained to express the opinion that 
they ought to be regarded not as separate 
businesses, but as two departments of the 
same business; in other words, the retail 
dealer ought to be regarded as the sales 
arm of the manufacturer. Until we fully 
realize that such is the true relation of 
the one to the other, we will not have 
entire harmony of action; neither will we 
render the maximum of service that we owe 
to that third party who completes the circle 
of our business dealings, the tiller of the 


soil, who uses the soade manufactured by 
you and sold by us. ; 

It is my privilege to bring to you the 
greetings of the organized retail implement 
dealers, and I would be lacking in both 
courtesy and truth did I not acknowledge 
the obligation due the manufacturers for 
many manifestations of assistance given us 
individually and collectively in the past. 
You have taken many of us with little cap- 
ital, and perhaps less experience, and, with 
an exhibition of wonderful faith, have fur- 
nished us goods, coached us as to which end 
of the tool the horses should be hitched, 
and in many ways helped us to get our start 
in business. Therefore, it is with pleasure 
that I try to express the appreciation of the 
individual retail dealer, and also of the or- 
ganization which you have honored through 
the custom of inviting our presiding officer 
to speak at your conventions. 


Even though I am here as your guest, I 
take it that you do not desire me to con- 
sume your time in platitudes and in the pass- 
ing of bouquets, or that you care to have 
me dwell much in the past, but rather prefer 
that we should talk together in a frank and 
friendly manner with the purpose that our 
relationship may be improved. Therefore, 
I do not propose to review a list of the points 
of difference that may have existed, but 
rather will try and deal with a few of 
the principles that it seems to me must pre- 
vail if we are to have, in the future, the 
effective cooperation that makes for efficient 
and economical merchandising. 

In passing let me say, however, that some 
times members of your association have in- 
timated that they felt the Federation, and 
its committees, stressed too much what they 
termed “little things.” We will merely touch 
upon two phases ‘of this: First, if they be 
little things, why not grant them without 
the prelude of long and persistent effort 
on our part? Second, we submit that the 
‘little things’ are the real annoyances in 
any phase of life. Further, the profit in any 
legitimate business, when all expense and 
depreciation are allowed for, is only a small 
per cent, therefore, several “little things” 
here and there along the way may easily 
convert the small profit into a loss. 

It seems to me I have’ sensed a feeling 
among some workers in both our organiza- 
tions, whether warranted or not, that our 


two associations have not grown as rapidly 
. as hoped for into the relationship that make 
for the best and most efficient business con- 
ditions. If this be true, we judge it to be on 
account of the fact that we have failed to 
realize that each is wholly dependent upon 
the other, and that anything less than full 
cooperation is of injury to both. We can- 
“not “put anything over” on one another 
without a reflex loss to all concerned, and 
neither side will win if bclligerent methods 
are adopted, for both of us spring from the 
same stock, and both have the Yankee in- 
dependence that makes us willing to be led 
but not driven. Therefore, in the desire for 
the utmost of harmony, economy, and pleas- 
ant business relations, it is my purpose to 
outline a few points wherein we feel that 
we must work together in the future, and 
some phases of our contract where we think 
that you can help us to serve better as your 
means of distribution. 


Whether we be manufacturer or retailer, 
we can have the satisfaction of knowing 
that we are in an honorable and an essen- 
tial business, for we serve those who pro- 
duce the world’s most needed thing, namely, 
it’s food. I would have you realize it is not 
strange that the retail dealer does not al- 
ways measure up to your expectations, for 
there is more demanded of him in business 
ability than of any other merchant, or even 
of the town banker. 

The efficient retail implement dealer must 
be a salesman, a credit man and a collec- 
tor, abilities that rarely combine in one in- 
dividual. He must, have some legal knowl- 
edge in the making out of papers, must be 
somewhat of an accountant, and in addition 
have mechanical knowledge. Where, if you 
please, can you find a business that re- 
quires such variety of talent? ‘Therefore, 
be charitable in your judgments, and assist 
him to master the different phases of his 
business. Especially do we solicit your as- 
sistance in the starting of new men into the 
field, for your branch houses and traveling 
forces can render wonderful assistance. in 
this regard. This we feel to be an activity 
in which we can both engage along definite 
and practical lines, to the mutual advantage 
of both branches of the trade. 

First and foremost it appears to me that 
just now it is the obligation and the privi- 
lege of both of us to endeavor to help in 
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‘placing agriculture where it can operate on 


a profitable and constructive basis. It is 
true that we cannot control the conditions 
that govern farming, but as one definite 
contribution, we can bring to the farmer 
the equipment he needs, and at this present 
moment needs badly, at the lowest cost con- 
sistent with our maintenance. We doubt 
if any man who is not operating close to the 
farmer can fully realize the serious situa- 
tion in which he to-day finds himself. 

There has been talk in the past of a “buy- 
ers’ strike,” intimating that the farmer was 
not purchasing farm equipment through a 
spirit of retaliation. The real facts are that 
in the vast majority of cases he did not buy 
because he could not figure out how he 
could pay for his purchases. Until the 
farmer’s income comes into closer relation. 
ship with his cost of operation, we need not 
look for any considerable volume of busi- 
ness, for it will not be safe for him to buy. 
and in many instances it will be unsafe for 
us to sell. How to buy what he needs and 
pay for it with a dollar that has a 60 or 70- 
cent purchasing power, is a. problem in 
arithmetic that the farmer has not been able 
to solve. 

There have been all sorts of doctors with 
all kinds of remedies to cure the farmer’s 
ills, but first among them seems always tc . 
be the finding of some means to lend him 
more money. That is the least of his trou- 
bles, a goodly share of the farmers have 
already borrowed too much money. The 
only thing that will be of permanent help 
is to bring into closer relationship the price 
of the things he has to sell with those he 
has to buy, whether goods, labor, transpor- 
tation, interest or taxes: We can render 
help by seeking to bring our merchandise 
and our service to him at the lowest figure 
possible, and in addition, by rendering aid 
in all practical movements that give prom- 
ise of helping to solve the farmer’s market- 
ing problems. 


The retail implement dealer has been of- 
ficially designated by you as the proper 
channel through which to market your 
goods, therefore, it follows that you must 
place him in position to compete with every 
other agency that seeks his customer. We 
feel that this cannot be too strongly im- 
pressed upon you, for a careful study of 
prices on many articles we sell will reveal 





the fact that in peer nitantes the farmer 
is being offered goods at a price equal to 
the price some manufacturers or jobbers 
charge us for similar and sometimes for 
the same goods. We submit that it takes 
no prophet to foretell where the trade will 
drift unless this condition is remedied, for 
trade, like water, seeks its level. 


We do not presume to say how the nec- 
essary adjustments shall be made; we sim- 
ply say that it must be accomplished, for 
we shall not be able to hold the business un- 
less we have access to sources of buying’ 
that will permit us to meet competition and 
make a profit. This phase of the business 
is giving the retailer serious concern and 
causing him to seek a solution, and toward 
such solution he feels obligated to ask that 
you, his’ regular source of supply, give most 
serious consideration, to the end that our 
mutual business interests may be preserved. 

We are sometimes constrained to feel 
that there is unnecessary expense by some 
manufacturers in promotional sales work, 
which of course must be included in the 
price of the goods. This practice frequently 
leads to over-selling either the dealer or 
his customer, which we believe to be an 
economic fallacy, and when spread over a 
period of years will result in loss of busi- 
ness rather than a healthy stimulation of 
trade. 

There appears to be an opportunity for 
what we might term a “sane competition” 
between manufacturers. A competition: that 
will seek to protect the rights of a retailer, 
even in a town where a firm has no estab- 
lished agency; for it is a well known fact 
that the few dealers in a small town cannot 
handle all the lines of goods manufactured. 
Where a new agency is created in a com- 
munity already served adequately, it results 
in either demoralization of the trade, or if 
all prosper it means that prices to the con- 
sumer must be higher than would be neces- 
sary with less organizations in the field. 

Some ways in which competitive concerns 
might cooperate are as follows: The pool- 
ing of freight shipments into a given ter- 
ritory; the standardization of implements 
along the lines of the tentative program 
entered into by the joint committee repre- 
senting the farm bureau and our two or- 
ganizations; also the standardization of sim- 
ilar repair parts, and the allowing of non- 
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contract dealers to handle repair parts, so 


that’ machines in his territory may have 
proper maintenance. Possibly the example 
of the fire insurance companies might be 
followed to a modified extent in their sys 
tem of allowing one adjuster to handle work 
for a number of companies, and in field 
service on tractors, for example, one expert 
might do work for different manufacturers. 
This suggestion may be regarded as im- 
practical, but all new ideas are usually so 
considered. The fact remains that it is 
“up to us” to deliver farm equipment at the 
lowest possible figure if we are to secure 
business under present adverse conditions, 
therefore, anything that will help toward 
that end is worthy of thoughtful consider- 
ation. He 


It seems to us that there should be clas- 
sification of dealers in the service they 
render to their trade. We have one type 
that calls upon the manufacturer to assist 
him in making sales, in starting and expert- 
ing the goods, and, possibly also in the col- 
lection of the paper. On the other hand, 
we have the dealer who builds up his own 
sales and service organization, who asks 
for assistance along none of these lines, 
but in most instances he pays the same 
price as the dealer for whom all this serv- 
ice is furnished. We submit that such a 
dealer should not be obliged to pay his 
share of this expense, and at the same time 
pay his local overhead covering the same 
work. 

With the growing habit of publishing re- 
tail prices, we wish to ask that before a re- 
sale price is set the dealers be consulted. 
We are pleading on the one hand for a 
price as low as possible to the customer, 
on the part of both of us, but we do not 
advocate a price that ignores the scriptural 
injunction that ‘‘the laborer is worthy of his 
hire,’ which, by the way, infers that he 
must be a worthy laborer. The result of 
inadequate prices does injury to the dealer, 
and through lack of service, to the farmer 
as well. The fruit of this policy may be 
seen in the fact that some of the very best 
dealers in the country are discontinuing the 
handling of certain lines of farm equip- 
ment, simply because they cannot maintain 
reasonable service and make a living wage 
at the advertised prices. We think any 
manufacturer would resent even a sugges: 


f tion that the retail Pier should set the 
| price at which his product should be sold, 
’ therefore, we feel that is a modest request 

when we ask that our viewpoint be 
given consideration before the price to our 
customer is named. 

You have officially defined what consti- 
tutes a retail dealer, and have declared that 
dealers who meet this standard shall be 
the channel through which your goods 
_should be marketed. It is with perfect con- 
sistency, therefore, that we ask you to ad- 
here to this plan of merchandising, and not 
to create, nor cater to existing organiza- 
tions that are not equipped to serve the 
farmer adequately. Such practice in the 
sum total will render poor service to the 
consumer, will injure the retailer and re- 
sult in no permanent benefit to the manu- 
facturer. 

This infers also that the manufacturer 
sannot in fairness act as retailer through 
the establishment of his own selling agency. 
A policy of this kind cannot be entered in- 
to. without what would seem a violation of 
the spirit if not the letter of resolutions 
adopted by your body in the past. 

In closing, we feel that all we have said 
might be summed up as a plea for closer 
cooperation between our two branches of 
the industry; for an attitude on your part 
that does not regard us as a separate en- 
tity out of whom you are to make as much 
as possible, but rather for a viewpoint that 
considers us as a part of your sales or- 
ganization, and realizes that anything to our 
injury cannot work to your benefit. We 
on our part should realize that we owe care- 
ful and economical service to those from 
whom we buy and to those to whom we 
sell, for less than this on the part of either 
of us will add to the toll which the product 
must carry and in turn will not be fair to the 
consumer whose rights we are bound to 
respect and who at this moment needs our 
best service. 

In short, Mr. Chairman and gentleman 
of the convention, summed up in a single 
phrase, what I am pleading for is the appli- 
cation of that rule which we all know and 
believe in, but which it sometimes seems 
is regarded as out of date, namely, “The 
Golden Rule,” the best and in the long 
run the most profitable code of business 
ethics ever promulgated. 
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How Much Is Your 


Insurance Costing? 


Are you paying full premium 
or saving 50% 
from the old line rates? 


SRIVERSITY OF ILLINOIS LIRRARY 





The Associate 
Hardwares&-[mplement | 
Mutual Companies 


_——_-= 


Retail Hardware Mutual Fire Ins. Co. 
MINNEAPOLIS, MINN. 


Hardware Dealers Mutual Fire Ins. Co. 
STEVENS POINT, WIS. 


Minnesota Implement Mutual Fire Ins. Co. 
OWATONNA, MINN, 


Are stronger for the load carried 
than the so-called 
‘‘billionaire’’ companies. 





COMBINED STRENGTH 


Assets... . . $4,783,519.25 
Liabilities .. 2,679,490.35 


SURPLUS . . $2,104,028.90 
Dividends returned 1921 . . $1,683,271.00 


Write either company or | 
our inspector for your 
territory. 








